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‘The pillars of our prosperity are most thriving 
when left to individual enterprise.” 


These words are from Thomas Jefferson’s first message to Con- 
gress. Statesman, educator, inventor, he fought for every man’s 
equal opportunity — and the equally important right to the 


rewards of initiative. 





Patent Leather 
is SELLING in the 
Nation's Leading Stores 
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W. present here five pat- 
terns which have been selected 
by outstanding stores as best sell- 
ers in patent leather. Although 
we cannot be sure, we assume 
that the majority of these styles 
are made of Colonial Patent, 
since the fine qualities of this 
leather have made it the largest 
selling patent in the world. 


Greatly increased sales of patent 
leather footwear indicate that, 
in addition to its perennial pop- 
ularity, women are realizing that 
patent leather is economical in 
both ration stamps and time 
because it is so much easier to 
keep clean and sparkling, and its 
original luster and good looks 
last longer. 
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A [ | AJOR Buckle Strap y 
J | WALK-OVER 
 ” Best-Seller—1942 


JODHPUR TIE Walk-Over Best-Seller —1943 


4; ount on WALK-OVER to come throws 


) Walk-Over salesmen are going out this week with men’s Government restrictions have challenged Walk-Over’s 
© and women’s shoes that are outstandingly sound invest- resourcefulness. And we are meeting the challenge. 
ments for consumer coupons. Walk-Over’s 69-year For example, with the authentic, original side-buckle 
reputation for fine quality, workmanship and natural- oxford being forced out, the Jodhpur Tie, another 
fit lasts is known and trusted by millions. Walk-Over “first” is already stepping into that spot as 
intidtiee qevenienent’s thing acieuble part of our the best-selling favorite, coast-to-coast—men’s and wom- 
production for military shoes, we are still making a en's. Count on Walk-Over to come through. In tough 
large volume of attractive, salable shoes for civilians. times or smooth-going, experience and reputation make 
Through an equitable quota system, we are trying to the difference. 


give every customer some shoes as early as possible in 


Titties sesach. GEO. E. KEITH COMPANY, BROCKTON, MASS. 9 


JODHPUR Buckle Strap 
WALK-OVER 
Best-Seller—1942 4 


JODHPUR TIE Walk-Over Best-Seller —1943 
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. . . and now it’s 


/HALF A BILLION PAIRS 


© of shoes that have been made with 


REG, U S.PAT. OFF. 


OMPC) equipment and adhesive 


TRADE MARK 


a 
Production figures as of February 28,1943 show that 501,703,993 pairs 
of shoes have been made by our licensees since the start of our business. 
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: and today 
— A SECOND FRONT WITH STURDY, DURABLE SHOES 


Comfort, flexibility and wear—these and other advantages of Compo 
shoes mean more than ever today with service types so much in demand. 
Compo Shoes hold their shape better and longer because they stay on the 
last throughout production. Their flexibility, trim lines, superior fitting 
quality are appreciated by every woman whether she drives an ambulance 


or works at a lathe. Compo Shoe Machinery Corporation, Boston, Mass. 





m . . 
nS ae “7s 





AOE I EIR PS a: Bee 





SS 


COMPO MAKES THE MACHINERY THAT MAKES THE BETTER SHOES 
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A LIST OF OUR LICENSEES 
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ENGbn Soc cdiceecccccccccs Boston, Mass. 
Aucy SHOES, INC. Everett, Mass. 
Autigp NOVELTY SHOE Corp. (A merican Girl) 
Springvale, Me. 
Aurao SHOES, INC........... New York, N. Y. 


Sem. Smow Co........... .. .Chicago, Ill, 
B. & C. SHok Co. Manchester, N. H. 


Bark & BLOOMFIELD SHOE Mpc. Co. 
Seabrook, N. H. 
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BarReTT SHOE Co., (Br. Gen. Shoe Corp. ) 

















(Betty Barrett)............ . Frankl . 
Beacon Hitt SHoe Co.... Boston, Mass. 
BECKERSON SHOE Nc..... Methuen, Mass. 
BEKERS EDMAN SHOE Co., INC. 
es Brooklyn, N. Y. 


g7-EvER FOOTWEAR Co. . . Montreal, Quebgs 
y SHok Co., INc. BOwell, Mass. 
oe Jamaica Plain, Mass. 
OTe. FOOTWEAR Corp... New York, N. Y. 
BourBeuse SHOE Co............. Union, Mo. 
Bovp-Wexsn, INc. (Peacock Brand) 





AUER BROS. SHOE Co. (Paradise Shoes) 

St. Louis, Mo. 
Inc. (Odette) 

Caruthersville, Mo. 

Inc. (Capitol Shoemakers) 

Charleston, I.L 
Inc. (Naturalizer) 
Mattoon, Ill. 


Brown Suoe Co., 
‘Brown SHOE Co., 


own SHOE Co., 





own SHOE Co., INc. (Tri 
Murphysboro, III, 
own SHOE Co., INc. (Robin Hood — Buster 
th aCapdenkabaoas pee Sullivan, Ill. 







Tp., SIDNEY ....... Toronto, Ontario 
(LISLE SHOE Se? Carlisle, Pa. 
TON SHOE CoRP........ Nt . Ra 
o SHok Mc. Co............ Union, Mo. 
weal HiGH SCHOOL OF NEEDLE TRADES 
New York, N. Y. 
..Claremont, N. H. 
rn, Me. 








CLAREMONT SANDA 
Ciark SHOE Co... . 


Ciement & BALL SHOE Mec. Co. 
Baltimore, Md. 


..Norway, Me. 
No. Abington, Mass. 





Cote Company, B. E. 

ConraD SHOE COMPANY. 
Coptey SHok Corp..........Wakefield, Mass. 
Coronet SHOE CorP........ Haverhill, Mass. 
SS eee New York, N.Y. 


re ee Dolgeville, N. Y. 
DaRTMOUTH SHOF Co......... Brockton, Mass. 
DEBUTANTE Footwear, INc.. New York, N. Y. 


Devpey SHOE CorP............ Lowell, Mass. 
DernMaAN SHOE Co............. Milford, Mass. 
Dickerson Co., WALKER T., THE (The Archlock 

Shoe). . .....Columbus, Ohio 


Dunn & McC ARTHY, INnc., (Heel Hugger) 


Auburn, 'N. Y. 
(Enna Jettick) 
Binghamton, N. ¥. 


Ce  ceceeeae Boston, Mass. 
Guaes Danos., Inec............ New York, N. Y. 
ELKIN SHOE Co., NEWTON (Pandora) 


Dunn & McCartny, INc., 


Philadelphia. Pa. - 


Fatcon Sok Co., Inc......... St. Louis, Mo. 
FaLeck & LamKay, INc......New York, N. Y. 
Fawn FooTweaR.......... New York, N. Y. 
Fern SHOE Co............. Los Angeles, Cal. 
Fisher SHor Co Hudson, Mass. 


FLorsHEm™ SHor Co., THE (The Florsheim Shoe) 
Chicago, Ill. 












Fox SHoE Merc. Corp. 


GARDINER SHOE Co., THE...... Gardiner, Me. 
GAROFALO Mec. Corp., E. . Brooklyn, N. Y. 


GELBURN SHOE Mpc. Co., INC. 
New York, N. Y. 


. Lawrepg 
fork, N. 'Y. 


A. S. Beck Shoe Corp.) 
Boston, Mass. 


. Brooklyn, N. Y. 


GERBER SHOE Co......... 
Goria SHOE'Co., INC.. 
Gop SEAL Sx 


SRAMERCY Footwear, INC... 


HALLOWELL SHOE Co. Hallowell, Me. 


HAMILTON, SCHEU’-& WaLsH SHOE Co, 
Puuis, VO. 


Haverhill, Mass. 
. Boston, Mass. 


HARTMAN . PCO. 
NRIETT SHOE Co., INC 

Hottz SHOE Co., INc., HERBERT 
Haverhill, Mass. 


Howarp SHok Co., INc.. .. Haverhill, Mass, 


re New York, N. Y. 





Pincus & Tostas, Inc. (Urbanites) 
New York, N. Y. 






PLYMOUTH SHOE Co... . Aidleboro, Mass. 
PREMIER SHOE 0., Inc.. Brooklyn, N. Y. 
Pg oe ee eee Lynn, Mass. 





.New York, N. Y. 
. Brooklyn, N. Y 
St. Louis, Mo 
New York; N. Y. 
Farmington,-N. H. 
. Paterson, N. J. 
Beverly, Mass. 


Rapescul, Inc., M...... 
Rao Bros. Footwear Corp. 
Rice-O'Ne SHae Co. 
ROBERN SHOE MPFc. CorP.. . 
RONDEAU SHOE Co., H. O. 
Rors SOLE , (Ropeez) . 
HAL & Doucerre, Inc. 


SAMUELS SHok Co. (DeLiso Debs) 
St. Louis, Mo. 
SARRA-SANDLER SHOEMAKERS, INC., Lynn, Mass. 
Savoy SHok Co., Inc. (A. S. Beck Shoe Corp.) 
Elizabethtown, Pa 
Ssicca, Inc eeeitmdelphia, Pa. 


SOTTO FooTWEAR........ Hoboken, N. J. 








In nee De Soto, Mo. 


NTERNATIONAL SHOE Co. (Poll Parrot, Weather 
Bird, Red Goose, Vitality) ......... Flora, Ill. 


INTERNATIONAL SHOE Co. (Pennant Division) 







Mexico, M». 
Jay SHOE Mrs. Co......... Cambridge, Mass, 
JeRRO BROTHERS.......... New York, N. Y. 
Jersey Footwear, INC........ Paterson, N. J. 


JOHANSEN Bros. SHOE Co... St. Louis, Mo. 


oW mengtan, Mo, 
KENT SHOE Corp. (A. 5S 


ScCHOLNICK SHOE CorpP. . . Jamaica Plain, Mass. 
Sepco SHoE Mrc. Co.... . . Sedalia, Mo. 


Se_sy Snore Co., Tue (Styl-ees — Tru-Poise) 
Portsmouth, Ohio 


SELWYN SHOE Mec. Corp. (Jolene) 
Boonville, Mo. 


Serroy, Inc. New York, N. Y. 
SEWANEE SHOE Corp. (Br. General Shoe Corp.) 
Cowan, Tenn. 
Auburn, Me. 
Lynn, Mass. 


Sapiro Bros. SHoe Co., INc. .. 
SHERMAN FOOTWEAR CorRP. 





Haverhill, — 
KEsSSLEN SHOE Co......... Kennebunk, Me. 
KEYSTONE SLIPPER Co....... Philadelphia, Pa. 
KImeEL SHOE CorpP. Claremont, N. H. 
KLeEv-Bro SHOE Co............ Derry, N. H. 
Spencer, Mass. 


Rn Ane, BEAR. sos esscet ee » York, N. Y. 
Ys a ree Chelsea 
Lown Suoes, Inc. Auburn, Me, 


LYNN INDEPENDENT INDUSTRIAL SHOEMAKING 
- %: ‘at Lynn, Mass. 


New York, N. Y. 
Manistee, Mich. 


MacKey-STaRR 
MANISTEE SHOE MFG. 


SS ere New Y@ ‘ Y¥,. 
MAYBURY SHOE Co.......... Rochester, N. H. 
MENIHAN, Corp., J. G....... Rochester, N. Y. 


METROPOLITAN SHOEMAKERS, INC. . 


MIDDLETOWN Footwear, Inc. 
Middletown, N. Y. 


Minius SHOE Co.......... Festus, Mo. 
Mi ius SHoe Co., (Locust St.). . St. Louis, Mo. 


Miuius SHoe Co, (O'Fallon St.) (Life Stride) 
St. Louis, Mo. 


MIL_er & BERGMAN....... New York, N. Y. 
MILLER-HERMER, INC. . Salmon Falls, N. H. 


Miter & Sons, Inc., I. (J. Miller Beautiful 
Shoes) Long Island City, N. Y. 


MITCHELL SHOE Co., INC....... Biddeford, Me. 
Moopiste SHogs, INC........ New York, N. Y. 
MONARCH SHOE Co......... Cambridge, Mass. 
MUSKIN SHOE Co., THE...... Millersburg, Pa. 
MUTUAL SHOE Co........... Marlboro, Mass. 


Chicago, Ill. 


San Francisco, Cal. 
.....-New York, N. Y. 
(Palter de Liso) 

New York, N. Y. 
PARAMOUNT SHOE Mpc. Co..... .St. Louis, Mo. 
PARAMOUNT SLIPPER Co., Inc. . . Garfield, N. J. 
Peart SHOE Co........... .Philadelphia, Pa. 


PaciFic SHoe Co., INc. ... 
Paurezso, Inc........ 
Pa.ter-De Liso, INc. 


RIMPLEX SHoe Mec. Co. (Flex-Ese) 


Milwaukee, Wis. 
THE Uvisley Foot 
Columbus, Ohio 
J. P. (British Walkers) 
Chicago, III. 





Smita SHoe Co., G. Epwin, 


Youth). . 
Situ SHoe Co., 


SOMERSWORTH SHOE Co., INC. 
Somersworth, N. H. 


SPRINGSTEP INC. New York; N. Y. 


St. Louts SHoe Mpc. Co. (Victoria Cross) 
New Athens, III. 


Stein-SuLkIs = MO... 2... Haverhill; Mass. 
STERLING SHokE Co., INc. Auburn, N. Y. 
STrRassBuRGER, INc. E. H. ... New York, N. Y. 


. New York, N. Y. 
New York, N. Y. 


TAILorcraFt SHok Co., INc. 
Tupper SHoes, INc. 


Brooklyn, N. Y. 
Tue (Gold Cross, 
wbillicothe, Ohio 
THE old Cross, 
Cincinnati, Ohio 
Tue (Gold Cross, 
Greenfield, Ohio 
Haverhill, Mass. 
Sanford, Me. 


UNIQ Sages. INC. 
UNITED STATES Si® ORP., 
formerly Red Cross)... 
Unrtep States SHOE CorP., 
formerly Red Cross)... . 
Untrrep States SHOE CorpP., 
formerly Red Cross)... 


Unity SHOEMAKERS CorP.... 
UNIVERSAL SHOE CorRP......... 


St. Louis, Mo. 

; Lynn, Mass. 
Owensville, Mo. 
St. Louis, Mo. 


VALLEY SHoe Corp. (Valcraft) 
Vanity SHoge Co......... 
VARDAMAN SHOE Co... ... 
Victory SHOE Co.......... 


Ware, Mass. 
New York, N. Y. 


Wastes Gee Oka + ive ddsvis 
WAVERLY SuHogs, INC....... 

Wesster SHOE CorpP. . Webster, Mass. 
WELLCO SHOE CoRP.. . Waynesville, N. C. 


Winpsor SHoe Co. (A. S. Beck Shoe Corp.) 
Littlestown, Pa. 


INc. ....+Exeter, N. H. 
.St. Louis, Mo. 


Wise SHoe Co., 
Wotrr-Toser SHor Mrc. Co... 


ZUCKERMAN & Fox, INC.. New York, N. Y. 














Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


UNITED LAST COMPANY 
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FIT for ACTION 


asls 


These are the determining influences 


in a woman’s war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 


widths because they are made 


over United Lasts. NS 





140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Telling your Customers “WHY” 


[THOUT 


The Rubber NOT Pinay used this year for 
Canvas Rubber Soled Shoes is Enough to Make 


OVER 3,000,000 LIFE VESTS 
Or OVER 100,000 FOUR- MAN LIFE RAFTS 
Or OVER 60,000 BULLET-PROOF GAS TANKS 


Or OTHER LIFE-SAVING EQUIPMENT FOR 
THE BOYS IN THE SERVICE 











Here is a real help 
in explaining the canvas shoe situation to your customers. 
Size of card 13" x 21"—four brilliant colors. 


April 17, 1943 





Many consumers do 


not know about the situation 
on rubber-soled canvas shoes, 
and will still be trying to buy 
them this spring. Some of 
these people will be your cus- 
tomers. If you have to tell 
them “there aren’t any”— 
they will expect you to ex- 
plain “why.” 

Here is one way we are 
trying to help you. 

At the left is illustrated an 
attractive, colorful counter- 
card which tells the complete 
canvas shoe story at a glance. 
It explains the situation to 
your customers—rightin your 
store—and will help you in 
your job of explaining “why.” 

These cards are now being 
distributed to the trade and 
represent one of the many 
ideas supplied by Hood and 
B. F. Goodrich to help retail- 
ers under present day con- 


ditions. 


Hood Rubber Co. 


A ee OF 


FIRST | IN om ) 


FOOTWEAR FACTORY, 
WATERTOWN, MASS... 


5 
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TREE 


( FULL TYPE ) 


A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
GnES  S GaS ge. will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men's shoe sizes. 





























O. A. MILLER TREEING MACHINE co., PLYMOUTH, A N. H. 


Branch of United Shoe Machinery Corporation 
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THE WOMAN BUYER 


WAR WORKER SHE’S THE KEY 
MIGRATION 





FOOT CARE 
FEATURES MAY COMPANION! 


Our country-wide network of Reader-Re- 
porters tell us what women want to know 
about shoes—and here are high-lights of 
this practical, usable service package: A 
big double-spread in tint: “Are You Up on 
Your Feet?” with a dramatic glamor layout 
including an arresting X-ray photo of a foot 
and shoe. Action shots of a woman walking, 
and drawings of éxercises recommended 
for strengthening and correcting common 
foot faults and habits. Importance of proper 
shoes, of bathing and pedicuring. And 
finally, a preview of leg makeup this sea- 
son. PLUS a lot more, including a movie- 
bound Long Short Story about life, and 
death in Occupied France. All ear-marked 
to meet specific known needs. 


THESE COMPANION ADVERTISERS OFFER 
BUYING ADVICE TO SUPPLEMENT OUR SHOE 
FEATURES IN MAY 


Daniel Green Slippers 

Dr. M. W. Locke Shoes 

Enna Jettick Shoes 

Krippendorf FOOT REST Shoes 

Weather-Bird and Peters Diamond 
Brand Shoes for Boys and Girls 


April 17, 1943 


TO THE 
WARTIME 
MARKET PUZZLE 


- 
Fina the woman!” 


When you do, all the other pieces of the puzzle quickly fall into 
their places. The whole wartime market picture is simplified. 


But the woman is busy. She’s taken over the job of Economic 
Director of the Home Front . . . a post formerly shared by her men 
in the armed forces and war industries. 

So you'd better talk to her when she’s in the mood .. . actively 
looking for help, guidance and information in her man-sized job. 

Where does she look? Well, there’s been a 4-to-1 gain in high 
readership of women’s magazines since the home front went to war. 
And the mounting piles of reader mail at the Companion office 
tell their own eloquent story. 

This is a day of great opportunities for all retailers who stock and 
feature nationally-advertised products. Those who serve the woman 
well in her hour of critical need and vast responsibility—who help 
her with her rationing problems—who continue to recommend 
only quality merchandise—will win and hold her abiding gratitude 
and patronage. 


Womans * 
ompanion 


UNDERSTANDING WOMEN IS OUR FULL-TIME J08 




















“NYNA” by RHYTHM STEP 
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New Castle Divisione Mlied Kid Company 


100 Gold Street. New York City 
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POSTWAR PLAN FOR ALERT QUALITY SHOE RETAILERS | 
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. + - because “mademoiselles” have the we J 

intrinsic fine quality to satisfy the champagne 
" . A 

tastes of today’s discerning young women. “2 

- +» because “mademoiselles” are endorsed by 175 of America’s leading quality stores ~ tior 
and by more than four million pairs on women’s feet. “4 

. » - because “mademoiselles” are to be nationally advertised in the the 
fashion magazines, beginning this season. ™ 

. » » because “mademoiselle” is a name to conjure with in fashion—backed by an pos 
organization without peer in creative ability and fashion-prestige. Sag 

anc 

--- and because “mademoiselles” are priced $8.95 to $10.95—to help women oa 

grade up to quality; without extravagance. no 

ona d 

Small wonder that so many thoughtful, quality retailers are quietly building 

on this name, these shoes, this price—for now and the years ahead! the 

Ha 

N. 

ret 

all 

Send today for your copy of “$8.95 to $10.95—the story of a Price Line”. ..a provocative analysis of trends in shoe an 
merchandising and retailing which will vitally affect your business. THE CARLISLE SHOE COMPANY, 47 WEST 34th ST., NEW YORK ali 
10 Boot and Shoe Recorder Ay 
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“BOND TUESDAY” will be urged 
on nation’s stores during 13 billion 
bond drive. 

As a means of assisting the 
United States Treasury in achieving 
its huge objective of selling 13 bil- 
lion dollars worth of War Bonds in 








April, the Board of Directors of the 
National Retail Dry Goods Associa- 
tion has approved a plan of asking 
all stores throughout the United 
States to make each Tuesday for 
the duration of the drive “Bond 
Tuesday.” 

Under this plan, which was pro- 
posed by Edward N. Allen, of the 
Sage-Allen Co., Hartford, Conn.; 
and president of the Association, 
stores participating will advertise 
no merchandise for “Bond Tues- 
day” but will devote the advertising 
commonly used for merchandise to 
the sale of bonds. 

Commenting on the plan, Lew 
Hahn, General Manager of the 
N. R. D. G. A. said: “We know that 
retailers everywhere are eager to do 
all they can to help the war effort 
and that, as business men, they re- 
alize the need of securing sufficient 


April 17, 1943 


tectrede 


funds with which to wage the war 
is as basic as the need of men. If 
through any chance the Government 
should fail to raise needed funds all 
other activities of government, and 
of private enterprise, would be 
pointless. Therefore, we anticipate 
that retailers will rush to the sup- 
port of ‘Bond Tuesday.’ ” 

The Sales Promotion Division of 
the National Retail Dry Goods As- 
sociation now has in preparation a 
complete bulletin containing full in- 
formation and _ suggestions for 
“Bond Tuesday.” Any interested 


retailer, regardless of whether or 
not he is a member of the N. R. 
D. G. A. may have copies as soon 
as it is ready. 





CHESTER F. REITH of the Juve- 
nile Shoe Corporation, St. Louis, 
Mo., punches out a paragraph or 
two that packs a wallop. Here it is: 

“WAR MEANS—the bad habits 
of yesterday will help lose the fight 
today. 

“Don’t return shoes because a 
buckle is lost—eyelet pulled out— 
shoe lace broken—heel off—seam 


ripped; have these little items re- 
paired in your home town. 
“Remember, the boys at the front 
need every foot of space in our 
freight cars, mail cars and trucks, 
for their war efforts. Do your part 


in this war by being sensible.” 
* * * 





REPLACING of defective shoes has 
been made possible by Amendment 
No. 6 to Ration Order No. 17; but 
oh the trouble of it all—to do it! 
Both the customer and the mer- 
chant are bound to say “to hell with 
it.” But for the person who wants 
satisfaction at any cost, here's 
what’s got to be done: 

“A consumer may get a Special 
Shoe Stamp (or a Temporary Shoe 
Purchase Certificate) from the 
Board if, within 30 days from the 
date of purchase, he returned to an 
establishment shoes for which he 
surrendered ration currency, which 
are defective because of workman- 
ship of material and cannot rea- 
sonably be repaired. The applicant 
must present to the board a state- 
ment signed by the establishment 
stating (1) that the shoes are de- 
fective because of workmanship or 
































































material and cannot reasonably be 
repaired; (2) that if the board de- 
sires, the shoes may be examined 
by it before it acts on the applica- 
tion, and (3) giving the date the 
shoes were bought, the date re- 
turned and the nature of the de- 


fect.” 
7 * 7 


THE foregoing two items settle for 
all time that old chronic disease: 


“The Return Goods Evil.” For 
years this was the topic of most of 
the association meetings and the 
resolutions thereon stretch back a 
quarter of a century or more. When 
all is said and done, it’s a question 
of mutual understanding and fore- 
bearance under war time stress. 
Little irritations are so trivial in 
the light of the bigger things that 
are filling the heads and hearts of 
men in business and customers as 
well. Displacement and_ replace- 
ment of skilled workers at machines 
is bound to have some effect on the 
shoemaking in war time. Here and 
there a “spotted peach” is to be 
found in any basket. Here and 
there a shoe “with a whisker on it” 
goes through the packing room. 
After all, the important thing now 
isn’t in the flaws and defects but 
rather in—that the shoes be made, 
delivered and finally fitted to the 
customer over the fitting steol. 

So we close the story of the Re- 
turn Goods Evil for the duration— 
we hope. 








JOHN L. KOTZ of the Kotz Shoe 
Store, Chicago, IIl., says: 

“What the shoe business needs 
very badly today is some form of 
cooperative advertising by the shoe 
manufacturers, addressed to the 
consumers, to educate them as to 
the real situation in the manufac- 
ture of shoes today. The public 
should be informed before they 
come into the shag store, in some 
intelligent manner, that they are not 
getting the same shoes today that 
they did in the pre-war era. It is 
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CREDIT FOR RIGHT SPIRIT 


AN a 2 TO THE COMAVAan 





—How easy it is to be patriotic 
when it doesn't cost you anything. 
—Had luncheon the other day wth 

Friend X. 

—When the waiter passed him a 
piece of sugar, X said: 

—"No, thank you, | believe in 
doing without if it helps the 
boys overseas and helps win 
the war. No sugar for me.” 

—Meeting Mrs. X, the same even- 
ing, | told her what a splendid 
impression her husband's self-de- 
nial had made upon me. 

—"Don't fool yourself," she re- 
plied, “Henry never uses sugar in 
his coffee." 

—Well, let's give the guy credit for 
the right spirit, anyway. 


President 





my opinion that the present policy 
of inserting ‘no guarantee of wear’ 
slips in each carton—as is being 
done by a great many manufac- 
turers—is a negative approach to 
the problem. 

“Some of these slips state very 
bluntly: ‘Except for Defects in 
Workmanship, We Can Make No 
Adjustments on Shoes Bought in 
Wartime,’ or ‘Wear Has Gone to 
War. We Can No Longer Guar- 
antee the Wear of Our Shoes.’ 

“This method transfers the bur- 
den from the manufacturer to the 
retailer. There are few, if any, re- 
tailers who would leave such a slip 
in a carton for the customer to see 
—since, naturally, in these days of 
rationing in particular—he or she 
would not buy the shoes. When 
such a piece of information, no 
matter how well or how diplomati- 
cally it may be worded, is placed 
with the shoes themselves, it is too 
late. Customers should have this 
information and be educated to this 
situation before they come into the 
store. 





“It seems to me that it would be 
better for the manufacturers to pool 
their funds and run a series of co. 
operative advertisements from the 
shoe manufacturers of America, in- 
forming the public of the reasons 
why shoes will no longer wear as 
well as they once did. Such a series 
of advertisements could also help 
educate the public in methods of 
best caring for the shoes they do 
buy.” 
7 + . 

SID B. WEBER of Janesville, Wis. 
talks to his public in type ads most 
every day. Here’s a piece, in black 
and white, culled from a bundle of 
his ad clippings, that carries a 
truth to the public—under his sig- 
nature: 

“An acute shortage of trained 
shoe help looms over the horizon; 
it will take effect just as soon as 
Spring business breaks. Our first 
reaction is to discontinue least 
profitable departments, and that 
means children’s shoes. 

“There’s no law to stop us. 
There'll be a big shortage of chil- 
dren’s shoes about mid-Spring any- 
way. Kicks, cusses, complaints 
caused by concrete, blacktop, skoot- 
ers, wagons, bikes and manufactur- 
ing difficulties would be eliminated. 
Effort released could be devoted to 
the better grade men’s and women’s 
shoes. 

“But we're not going to do it... 
cut out children’s shoes! It’s not 
martyrdom, but just that feeling of 


> @ 





satisfaction you get in doing things 
you don’t get full pay for. Maybe 
like a doctor whom duty calls in 
the middle of the night. 

“But you mothers and fathers 
have a responsibility, too, in this 
emergency. Those who can should 
come early in the week, early in 
the day. Keep the child’s eye on the 
ball. Be firm but logical with the 
voungster. Conserve on experienced 
salesmen’s time. And don’t expect 
too much from any maker’s shoe. 


“And that. we think, will be much 
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better than quitting children’s 
shoes.” 

* * a 
STITCHING sometimes is a re- 
inforcement of the leather, to keep 
its shape. Of course, you can make 
a gunny sack bag with a row of 


_ thread on two sides afid it serves 


its purpose; but there are some 
shoes that need stitching for ® use- 
ful purpose, even though ornamen- 
tal. 


* 


. 








We had occasion to see a pair of 
cowboy boots that were made un- 
der the new regulations, limiting 
ornamental stitching. The upper, 
lining and doubler sagged and un- 
der hard riding use it won’t be long 
before the tops will roll down like 
a pair of socks, unsupported. 

Well, after all, it’s war and you’ve 
got to put up with that sort of 
thing; but it does seem that the 
ultimate use of an article should be 
considered even in regulations that 
are general in character. If the ar- 
ticle’s use is impaired by a lack of 
stitching or reinforcement, then for 
want of a few lines of stitching the 
usefulness of the shoe is lost. 

You might say that there aren’t 
enough of the boots made to make 
a fuss over, but in that respect you 
are forgetting that cattle and meat 
are important these days. Food is 
most essential for a nation at arms 
and red meat makes fighting energy. 
Cattle need attention, not only on 
the range but on feeding farms and 
in all of the stages up to the pack- 
ing house. Nothing has taken the 
place of the traditional cowboy boot 
for that sort of work. 

So, if a row or two more of 
stitthes on a pair of boots pro- 
longs the life and usefulness of that 
essential footwear, who is to ob- 
ject? 

* . * 
CLYDE A. TAYLOR of Taylor & 
Hosmer, Detroit, Mich., says: 

“We are concerned about chil- 
dren’s foot welfare! How about the 
child from age one and one-half 


April 17, 1943 





years to approximately sixteen, dur- 
ing their rapid growth period? 
Some allowance should be made for 
that. The average growth of a child 
is a half size in six to ten weeks 
and ‘average’ means that some chil- 
dren will, at some periods, grow 
more than a half size in four weeks 
while others will make very little 
change in six months. 

“We, who are in the shoe busi- 

ness, know the facts about growing 
feet and feel that some methods 
should be available to us to use in 
cases where the available ration cur- 
rency is all used and a growing 
child needs a new pair because of 
growth and further wear of the 
old shoes may cause permanent in- 
jury to the child’s feet.” 
ARE you and your clerks shos 
minded when answering the tele- 
phone? In other words, when you 
have occasion to distinguish the 
first letter of a word by saying, “A 
as in »” do you use a shoe word 
as an example? 

The following list placed handy to 
the store telephone will aid in pro- 
moting the shoe store and its stock 
when the telephone is being used, 
and proper spelling of names is 
being checked: 








CAR BOMBS 


a) 


A 45 "ANKLE 


in Ankle 

in Boots 

in Calf Skin 
in D’Orsay 
in Eyelets 
in Fancy 

in Genuine 
in Heel 

in Instep 
in Juvenile 
in Kangaroo 


in Leather 








in Mule 

in Nurse 

in Overshoes 
in Polish 

in Quality 

in Rubbers 
in Slippers 
in Tennis 

in Uppers 

in Victory 

in Waterproof 
in eXcellence 
in Youth's 
in Zebra 





“Wait, Jones—you're supposed to use sales tactics not jiu jitsu.” 

















What FOOTWEAR for FIGHTERS 
On the FOOD FRONT? 



















THE critical meat shortage of the past few weeks, re- Sturdy low heel elk leather oxfords, preferably on 
. " 4 . xia reclaimed rubber soles .. . that’s the type of shoe 
ports of an impending nation-wide food crisis, and the chet manufacturers ere recommending fer women 
acute shortage of farm help have focused attention to an farmers and Victory gardeners from types available 
‘ th h f th at the present time. Four such shoes are shown 
even greater degree an heretofore on the part women above. Three . .. the moccasin and the two saddles 
can play in helping to increase the nation’s food supply. ... are on seclshmed rubber soles. The monsesin is 
. Ls: . . . on a 17 iron sole. es with short shield tip is 
There are two ways in which women will contribute in é panies atts dive ald bes k eens Os ee 
the coming campaign on the food front, first in actual all four are sturdy but soft enough for a woman's 
farm work, in which they will participate this coming foot. Worn with thick socks they are the next best 
, ; thing to a high shoe which is not available for 

Summer more extensively than ever before, and, second, women at present. 

<_ —=— 





through the Victory Garden movement, where women 

are destined to play a conspicuously important role. 
Farm shoes for men are a normal part of the shoe 

business. Until war necessities interferred, special tan- 


FARM WORKERS NEED RUGGED SHOES 


As part of a national program to obtain capable year- 
round farm hands, women are being trained to be farmers 
at the Farmingdale Agricultural and Technical Institute, : 
Farmingdale, Long Island, N. Y¥. Women who complete the "4geS were used to make soles and uppers moisture 
four-week courses af the school are expected to alleviate and barnyard resistant. Today the re-tan leather being 
the farm labor shortage which will be critical during the used for men’s farm shoes give a certain amount of 
Summer and Fall. Other schools of this type are being resistance to moisture and chemicals. 
established in various sections of the United States where 
there are women available for training and where a farm 
labor shortage exists. Photo shows girl farmer students 
leading a team of horses from the barn. 









Now that women are beginning to join the ranks of 






farmers, we are face to face with the problem, foreseen 
[TURN TO PAGE 32, PLEASE] 
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THe critical meat shortage of the past few weeks, re- 
ports of an impending nation-wide food crisis, and the 
acute shortage of farm help have focused attention to an 
even greater degree than heretofore on the part women 
can play in helping to increase the nation’s food supply. 
There are two ways in which women will contribute in 
the coming campaign on the food front, first in actual 
farm work, in which they will participate this coming 
Summer more extensively than ever before, and, second, 


oa ied 
FARM WORKERS NEED RUGGED SHOES 


As part of a national program to obtain capable year- 
round farm hands, women are being trained to be farmers 
ot the Farmingdale Agricultural and Technical Institute, 
Farmingdale, Long Island, N. Y. Women who complete the 
four-week courses at the school are expected to alleviate 
the farm labor shortage which will be critical during the 
Summer and Fall. Other schools of this type are being 
established in various sections of the United States where 
there are women available for training and where a farm 
labor shortage exists. Photo shows girl farmer students 
leading a team of horses from the barn. 
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What FOOTWEAR for FIGHTERS 
On the FOOD FRONT? 


Sturdy low heel elk leather oxfords, preferably on 
reclaimed rubber soles . . . that’s the type of shoe 
that manufacturers are recommending for women 
farmers and Victory gardeners from types available 
at the present time. Four such shoes are shown 
above. Three . .. the moccasin and the two saddles 

. are on reclaimed rubber soles. The moccasin is 
on a 17 iron sole. The shoe with short shield tip is 
a growing girl’s shoe and has a chrome sole. They 
all four are sturdy but soft enough for a woman's 
foot. Worn with thick socks they are the next best 
thing to a high shoe which is not available for 

women at present. 


through the Victory Garden movement, where women 
are destined to play a conspicuously important role. 
Farm shoes for men are a normal part of the shoe 
business. Until war necessities interferred, special tan- 
nages were used to make soles and uppers moisture 
and barnyard resistant. Today the re-tan leather being 
used for men’s farm shoes give a certain amount of 
resistance to moisture and chemicals. 
Now that women are beginning to join the ranks of 
farmers, we are face to face with the problem, foreseen 
[TURN TO PAGE 32, PLEASE] 
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National Foot Health Week ties in most effectively with the efforts of many 
industries engaged in war work to educate their workers on the importance 








of the right shoes in maintaining correct posture. 


Play Up the Industrial Angle 
FOR NATIONAL FOOT HEALTH 


WHILE the women in the home, in CVDO, and in vari- 
ous service branches all require maximum foot comfort 
these days, in many cities the most dramatic single pro- 
motion angle for National Foot Health Week (and 
probably the most helpful to the war effort) is that of 
“Foot Health of Women in Industry.” Many large 
organizations are conducting programs of their own 
with special emphasis on posture and foot care. Other 
concerns do not have the set-up for this work. A well- 
planned program, preferably planned cooperatively, will 
have the endorsement of both industrial groups in your 
community, for both large and small organizations ap- 
preciate the importance of foot care and foot protection. 

The points to be covered in a well-rounded program 
are clearly indicated in this recent letter from T. Lyle 
Hazlett, M.D., Medical Director, Westinghouse Electric 
and Manufacturing Company. 

“In the care of the feet, as in other health activities, 
our work is primarily of preventive nature. First of all, 
workers on jobs which involve potential hazards to the 
feet are urged to wear safety shoes. This precaution has 
saved many a worker from disabling foot injuries. 

“We give careful first aid to all conditions as abra- 
sions, contusions, lacerations or punctures however in- 
significant these injuries may seem. Whenever evidence 
of fungus infection is discovered, we request that the 
worker take appropriate treatment. Orthopedic defects 
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are also referred to the patient’s physician for correc- 
ton. 

“In addition, we use every opportunity for education 
on foot care. Individuals who come to the clinics are 
given needed instructions relative to the type of shoes 
they should wear, prophylactic measures, appropriate 
exercises, etc. In our health education program for the 
present year, we have planned to provide material for 
our workers on the subjects of posture and foot care. 
This would be an important phase of health education at 
any time but it is of particular significance now because 
of the increased employment of women.” 


IN a well-illustrated article, “Accidents Help the Axis,” 
General Motors uses photographs to show “what not to 
do.” One is captioned “Open toe and high heel shoes 
are dangerous.” Another, “Floppy soles cause John 
Bogan to fall.” A chart, compiled from reports from 
seven State Labor Departments, or Industrial Commis- 
sions, credits toes with 5 per cent and feet 8 per cent 
of lost-time accidents. Leg injuries account for another 
13 per cent. That accidents become a greater potential 
menace as the worker becomes fatigued is recognized. 
Probably there is no greater single contribution to 
fatigue at work than wrong shoes or poor posture. 
Many accidents to other parts of the body can well be 
atributed to these two common causes, because of loss 
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The importance of taking leadership in 
foot health education NOW will be ap- 
parent to every keen shoe merchant. To 
let this education come from outside 
sources, without active cooperation on 
the part of qualified shoe stores, would 
be detrimental to the industry. Foot 
Health Week should be a high spot in a 
cooperative effort in each community. 


Suggested form jor a folder on foot 
care for distribution by the store to 
its customers. It may have general ap- 
peal or be written for specific groups. 





WEEK APRIL 26 to MAY I, 1943 


of altertness which is companion to fatigue. Even when 
accidents do not result, tired, aching feet and bodies 
certainly dull efficiency. A statement has been made that 
through care of the feet, efficiency in war work can be 
raised as much as 10 per cent. 


IN planning a program to make war workers foot 
health conscious, some features will have to apply par- 
ticularly to them, but others can be arranged so that 
they can be used more generally for men, women and 
children throughout the community. While we suggest 
the women war workers as a particularly important 
group to dramatize in many localities, remember also 
that the general public is also to be included—in fact, 
May first, the concluding day of Foot Health Week, is 
Child Health Day, and a very important tie-up in your 
Foot Health Week campaign. And we repeat, we believe 
this special week should be but the beginning of an 
educational, program that shall continue to function, 
combining the good work and efforts of shoe men, 
podiatrists, community and plant health officials. 

We like slogans. They tell the story with a wallop. 
Why not hold a slogan contest? Or make it a poster 
contest, illustrating good slogans. “Don’t be a tender- 
foot” has good possibilities. Or “Limping feet lessen 
production.” Or “For your job’s sake—for your own 
sake—keep your feet fit.” Or “Keep feet fit to walk, to 
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work, to win.” Prizes need not be big. Your newspaper 
will help you put the idea across. In fact, we think the 
newspaper men should be in on the planning of the 
program along with the advertising men from the stores. 
They think “promotionally” and work well together. 
You'll be using newspaper space for ads, and also want- 
ing news stories, and timely tie-ups by the feature 
writers. The slogans, or posters, can be used in many 
places, during and after Foot Health Week. 

A booklet or folder on foot care is valuable. It can 
be so written that it applies to everyone, or is confined 
to a special group. Some of the very important sugges- 
tions for factory workers are: 

Provide comfortable, foot supporting shoes, correctly 
fitted, for working hours. 

On jobs that involve potential hazards to the feet, 
wear safety shoes. 

Avoid wearing old, run-down shoes, or discarded 
“fancy” shoes for work. 

Avoid open-toed or high-heeled shoes, or shoes with 
worn, “floppy” soles. 

Try to change shoes in the middle of your work 
period; rests both shoes and feet. 

Visit your shop clinic, or your own podiatrist, if your 
feet hurt continually or seem to be more than normally 
tired after a day’s work. 

[TURN TO PAGE 32, PLEASE] 
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CONTINUING the expansion of the Army shoe con- 
servation program to make soldiers’ shoes last as long 
as possible, shoe repair shops operated by the Quarter- 
master Corps in posts, camps and stations throughout 
the country repaired 594,983 pairs of shoes in Decem- 
ber, 1942, against 301,904 in the first month of that 
year, the War Department has announced. 

During 1942, the shoe conservation program of the 
Army included a total of 5,584,028 pairs repaired for 
further soldier use by Quartermaster Corps shoe repair 
installations alone, and an additional 1,031,000 pairs 
completely rebuilt for the Army in two large shoe re- 
building plants, one operating under contract and the 
other operated under direction of the Quartermaster 
Corps. An additional several million pairs were re- 
paired at small commercial repair shops near Army 
establishments where no Quartermaster shops were 
available for the work. 

The number of shoes and other Army footwear re- 
paired and rebuilt in Quartermaster shops increased 
during the year as new Army shoe repair installations 
were completed and placed in service. Additional Quar- 
termaster repair shops are under construction and it is 
planned that ultimately all repairs to Army shoes will 
be handled by these installations. 


* . . 


ALLOCATION of cattle hides under Conservation Order 
M-194, and distribution of cattle hide leather to sole 
cutters, shoe repair shops and the belting and welting 
manufacturing industries were discussed recently at 
meetings of five tanning and leather Industry Advisory 
Committees and WPB officials in Washington. Cattle 
hides have been allocated by WPB under Order M-194 
since July 3, 1942. The Industry Advisory Committees 
which met with WPB officials were Tanners, Manufac- 
turing Cutters, Welting, Finders, Curriers and Trans- 
mission Belting Manufacturers. 

Committee members expressed concern over the sup- 
ply of hides. Randolph Butler, Chief of the WPB 
Leather Section and government presiding officer at the 
meetings, said that WPB will continue to allocate hides 
equitably among tanners to assure that hides will be 
channeled to military, Lend-Lease, and essential civilian 
uses. He added that any increases in the allocation 
depends upon an increase in the livestock kill and in 
imports. However, committee members expressed gen- 
eral approval of WPB allocation of available hide 
supplies. 

Problems of distributing leather to cutters of cut sole 
leather stock were discussed to assure an equitable dis- 
tribution of such leather between shoe repair shops and 
shoe manufacturers. The Welting Committee recom- 





—» Washington Newsreel * 


mended an increase in the supply of welting material 
to assure adequate production of military welting. The 
committee also developed a possibility that welting made 
from laminated splits might be employed to help relieve 
the shortage of welting materials for civilian shoes. Mr. 
Butler said that the plan will be investigated further. 
Welting is used to attach the sole to the shoe upper. 


FOOTWEAR and leather are among commodities on 
which OPA is preparing to revise controls under Maxi- 
mum Price Regulation 157 which provides methods of 
establishing ceilings on military goods having an esti- 
mated value of hundreds of millions of dollars yearly. 
Under one of the provisions of this regulation, sales or 
iabrication of the affected articles for military purposes 
are temporarily exempted under certain conditions from 
price regulation. This exemption applies to cases in 
which the seller certifies that he did not deliver between 
April 1, 1941, and March 31, 1942, the same article or 
one which is the same except for difference in specifica- 
tion. Discussions have been held with procurement 
agencies and will be held with the affected industries to 
determine a method of bringing military articles now 
temporarily exempted under the terms of the regulation 
by providing a basic formula for pricing them. 


* = ” 


LEATHER manufacturing companies are among the 
list of buyers who have been assured supplies of tallow 
and grease by an OPA amendment effective April 12, 
authorizing dealers in these commodities to charge a 
premium for deliveries in drums, barrels or tierces. (A 
tierce is a cask between a barrel and a hogshead in 
size.) . 

Most tallows and greases are sold in carload lots and 
no premium had been allowed by OPA for sales in 
lesser lots. Some industries, however, cannot use them 
in carload lots, and prior to price control it had been 
customary for sellers to obtain premiums for smaller 
deliveries in sales to these industries. Without the 
premiums, sellers had been unable to supply these cus- 
tomers, some of whom are engaged in war work. 

The amendment, incorporated in the Fats and Oil 
Price Schedule, allows sellers to add premiums of *gc. 
a pound when returnable drums, barrels or tierces are 
shipped in carload lots; 7c. a pound when such con- 
tainers are shipped in less than carload lots. On non- 
returnable drums, the premiums are Ic. and 1'4c. 


. - . 


EVEN before the outbreak of World War II, Argen- 
tina’s shoe market was supplied by domestic factories. 
[TURN TO PAGE 31, PLEASE] 
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The men’s and children’s shoe department at Block & Kuhl Co. Left is Mr. Maibach; 


right is his former assistant, Frank Becsey, now in the Army. 


Rationing Benefits Children’s 
SHOE DEPARTMENT 


W. L. Maibach, Buyer of Men's and 
Children's Shoes for Block & Kuhl 
Co., Peoria, Ill., Tells Here How 
Rationing Has Been a Blessing in 
Disguise for His Department 


“SINCE our department has always carried high grade 
footwear,” says W. L. Maibach, buyer of the men’s and 
children’s shoe department at Block & Kuhl Co., big 
Peoria, Ill., department store, “we have benefited rather 
than suffered because of shoe rationing. 

“It is now more important than ever that children 
should be properly fitted with footwear that will serve 
them fout months or more. The shoe rationing is not 
only a benefit to us, as merchandisers of children’s 
shoes, but it is a godsend to many children because 
they will be fitted with better shoes because of it. 

“Many children suffer by being forced to wear 
cheap, ill-fitting shoes. We do a big business with cus- 
tomers from the surrounding small towns and farming 
country. Many of these people, as well as working 
people who have always been in the lower wage brackets 
in the city, tell us now that they cannot afford to buy 





April 17, 1943 





cheap shoes any more because their children must have 
shoes that will last throughout the rationing period. 

“One good feature of buying better, well-fitting shoes 
is that for fast-growing children well-fitting shoes can 
be fitted a little larger, enough to provide for foot 
expansion, and still hold the foot in place. 

“We have never carried ‘cheap’ shoes in our depatt- 
ment. We have, however, carried several price ranges 
of good shoes. But as soon as rationing became effec- 
tive, we cancelled all orders for the lower price ranges 
and ordered more of the higher grade shoes. Our sales 
since this time have justified our action in this regard.” 

Mr. Maibach’s department is an attractive one. It is 
located on the second floor. A wide aisle extends diag- 
onally from the battery of elevators directly into the 
department. The men’s clothing department is located 


-on one side of the wide aisle and the boys’ clothing 


department on the other side, with the shoe department 
at the end. The aisle thus extends through two related 
departments. The diagonal aisle makes the department 
visible from the elevators, while the location of the 
shoe department gives it all the advantages of the 

adjacent related departments. 
The shelves are built in almost a semi-circle. The 
department uses cartons of its own for all shoes. These 
[TURN TO PAGE 44, PLEASE] 
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CHAPTER VI 






Timely Tips on Fitting Feet 








Strive to make a lasting impression 
that will invite the customer back. 


Gaining the Customer’s Confidence 


A SHOE store is a place of specialized service. By our 
professional attitude we impress the customer with our 


The 
rightly so, that we know our business and that they can 
safely leave the whole matter of fitting their feet in our 
hands. Our actions and conduct in the first few minutes 
of the interview determine the amount of confidence the 
customer may place in our ability. The first impression 
we should give should be one of desire to see that the 
customer is correctly fitted. This impression is entirely 
clouded if our first question is “What kind of shoe do 


ability and knowledge. customer expects, and 


you want?” In the fitting of shoes this question comes . 


last. First we must be able to fit that foot and in order 
to do that we must first measure it carefully. There is 
a definitely prescribed procedure to follow in the gain- 
ang of the customer’s complete confidence, and the more 
closely it is followed the easier it will be to dominate 
the interview. 


First, take a very careful measurement of both feet, 
making notations on a small pad for later reference. In 
going over the feet, take special notice of any major or 
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minor defects, inflamation or callouses they may have. 
It takes but a moment or two to examine a normal foot 
and if you find nothing wrong you can confidently pro- 
ceed with your fitting. However, if you do find an ab- 
normal condition you must take this into consideration 
in your fitting. If you find a condition caused by friction 
or misfitting, it is your warning signal to fit so that the 
cause will be removed. 

The condition of the foot should be called to the 
owner's attention. Then an examination of the old shoe 
may be made in order to determine the cause. If the foot 
needs corrective fitting, you now are in a pdsition to 
decide the type of shoe required. If you have found a 
foot condition that you know will force a style shoe out 
of shape and cause dissatisfaction, suggest a modified 
or corrective type. If you have carefully pointed out the 
condition to the customer you should have little trouble 
in securing cooperation. If the customer insists on a 
shoe that you know will cause dissatisfaction, do not 
argue with the customer but be sure to check the matter 
up to your supervisor because one misfitted pair of shoes 
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In This Chapter of His Series of Practical Shoe Fit- 


ting Articles, Addressed Especially to Recent Recruits 


to the Profession, Mr. Morgan Gets Right Down to Ac- 


tual Selling Procedure and Outlines Steps in a Sale 


by PATRICK A. MORGAN 7¢ 


may have a lasting and unfavorable effect on the store. 


In the case of the normal foot, the owner may well 
wear what he or she wants. A complimentary remark 
on the perfection of an arch or a foot will gain you still 
more goodwill. Make positive statements. Keep the 
negative thoughts in the background so that you can 
continue to dominate the interview. In dominating an 
interview it is not necessary to lead in the field of con- 
versation. Your positive actions in measurements, 
diagnosis and interest in correct fitting will suffice. If 
you are reasonably sure there is no foot trouble present 
it is preferable to state: “You do not have any foot 
trouble, do you?” rather than to say: “Do you have 
any foot trouble?” Even if you prove to be wrong in 
your diagnosis because some foot affliction was not evi- 
dent, you may be able to eliminate it by a better fit- 
ting. Most shoe men have had to convince their wives 
that they were wearing misfitted shoes, so it shouldn't 
be hard to convince the other fellow’s wife or daughter. 


THE customer’s confidence has grown with each mea- 
surement taken and with each examination made. The 
invariable reaction is: “This fellow knows his business.” 
And with that confidence instilled, every suggestion you 
make will be heeded with respect for your judgment. 
You now have in the back of your mind a decision as 
to the very shoe for that foot. Your positive statement, 
so worded that it coincides with the customer’s wishes, 
should get a positive answer. “You want a stylishly com- 
fortable shoe”—or “You want a shoe that will do so and 
so”—or the shoe that will give you the most comfort is 
what you want, isn’t it.” Make it a statement rather 
than a question unless you really want more informa- 
tion, 

A leading question now and then will usually elicit 
ample information. Let the customer talk and you will 
gain, not only information but also ammunition to put 
your own points across when you are ready. When both 
shoes are on the feet, it is time to eliminate the questions 
and make positive statements. “The fit of this shoe 
should give you unlimited comfort—see how nicely it 
hugs the arch—this leather will adjust itself perfectly in 
the first few minutes of wear, etc. Women, especially, 
want another’s opinion on how a shoe or a dress looks. 
They may be confused in their own judgment, or un- 
decided, and this is where the confidence you have been 
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building asserts itself in your favor. Failure to build 
that confidence will make your work harder and cause 
unnecessary delays in decisions. Be pleasingly but 
positively persistent in all your efforts to complete the 
job at hand. 

You may not see this customer again for four months 
unless the impression you have made causes a return 
trip with a friend or another member of the family. 
Strive to make a lasting impression that will stand the 
test of time and above all, invite the customer to come 
back again soon. he 

Customer confidence, of course, cannot very well be 
gained unless we have confidence in ourselves. We 
must have the confidence that comes of a complete and 
detailed knowledge of foot construction, shoe materials 
and qualities, and how to fit both correctly. While that 
knowledge is in the gaining you are somewhat handi- 
capped, but if you will set a definite goal of learning as 
many as possible new points daily, you will soon have 
an advantage over the customer and your feeling of 
mastery of your subject will grow. 

If you are stumped by a new problem, stop an experi- 
enced shoe fitter and ask him to help you out. Many a 
half-minute conference behind the shoe fixtures have 
started a shoe man on the road to a successful operation 
of his business. Most of the boys in the, shoe fraternity 
are willing to give freely of their knowledge to a new- 
comer when asked. In fact, it is the way most of the old 
timers in the shoe business acquired the knowledge 
that made them successful shoe men. 


FIRST, learn everything you possibly can about foot 
construction. Dig out all the old copies of the Boor & 
SHoe Recorper you can find. Many of them contain 
illustrated articles on foot construction that are just as 


- pertinent today as they were when printed. Make a file 


of these for your own guidance and study. 

Second, learn all you can about fitting. Study the 
feet that you fit and learn to fit different types correctly. 
Learn to distinguish the normal from the abnormal 
and study the specialized fitting required. 

Third, study shoe construction and materials. After 
you have mastered these three main subjects, then, and 
only then, are you ready to take up the study of human 
reaction, personalities, and how to handle them. 









A FALL OUTLOOK 








Tuis coming Fall presents a fairly complex picture as 
far as men’s shoes are concerned. Curtailed production 
and style; curtailed buying possibilities due to rationing 
will all have their effect on gross business. 

For as long as these conditions exist, the customer 
is going to give more careful consideration to his shoe 
needs before he expends that valuable coupon. The 
retailer, too, must devote more consideration to his 
purchases and more carefully anticipate his customers’ 
needs. It is no longer a case of spot buying and mul- 
tiple pair sales for the customer is limited to three pairs 
a year. In the case of men, this figure will more than 
likely be reduced to two pairs for as a family man he 
will probably curtail his needs in favor of wife and 
children. 

Yes, it’s a season of more careful merchandising on 
the part of the retailer, but it has its advantages, too, in 
the fact that the smart retailer is not going to tie his 
money (both ration currency and coin of the realm) up 
in unsalable shoes that will stay on his shelves. He must 
buy to sell, both in order to stay in business as well as 
to be able to secure new merchandise. He cannot afford 
many mistakes. 

Of those styles now allowed under WPB order, how- 
ever, there is little margin for error. With the exception 
of the wing tip and monk strap shoes which are now 
excluded from the picture except for those represented 
on stock shelves, the men’s Fall shoe story will center 
around three types—the straight tip shoe, the plain toe 
and the moccasin types. 

Of the first, the straight tip patterns, there can be 
little said. They are for the man who wants a heavier- 
appearing, broguey type shoe for his heavier Fall and 
Winter suit. A street shoe in the strict sense of the 
word, these shoes will undoubtedly be first choice by 
men next season. 
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ON MEN’S SHOES... 





















Despite War-Time Restrictions on Styles and Sales, 
New Simplified Patterns in Men's Footwear for Fall 
Have Ready Eye and Sales Appeal. 


In the plain toe patterns, it is regrettable that it was 
seen fit to discontinue the monk strap shoe. It was a 
real selling style that was just getting into stride. There 
were few men in uniform that did not possess a pair 
of these shoes and their popularity was carried to a 
large extent into the civilian picture as well. A shoe 
to take their place will be a large order, but there are 
two patterns that have good possibilities. 

The first is the two-eyelet jodhpur oxford, similar in 
appearance to the monk strap and just as military look- 
ing. The second is the three-quarter high “chukker” 
[TURN TO PACE 43, PLEASE] 
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You'll Be Buying Shoes Like These for Your Fall, 1943, Stock. 
Permitted Styles, Like Those Shown Here, Are the Basic 
Shoes Which Have Long Been the Bulk of Your Business. 


CHILDREN'S 

















STRICTLY legitimate, according to WPB standards, 
are the shoes for boys and girls which we show you here. 
There’s enough variety in the shoes to provide for all 
your customers’ needs—from sturdy every-day patterns 
to dainty dress-up styles. Although, in conformance 
with recent amendments to M-217 they’re somewhat 
simplified, they are still well designed, salable shoes. 


So far as the infants’ and small chiidren’s shoe pic- 
ture is concerned, there’s little major difference in the 
shoes which can be manufactured now and those which 
for years have been your “bread and butter” styles. A 
few details have been eliminated, but, for the most part, 
the shoes you'll find in these lines for Fall are those 
which have made up the bulk of your business in these 
age groups. 

The moccasin front high shoe and the plain toe high 
shoe are still permitted on soft soles. The extension 
stitched heel seat can be used in stitchdowns and in 
children’s shoes up to size 3; therefore, you can continue 


CHILDREN’S SHOES 
- « « « COURTESY W.P.B. 




















INFANTS’ 
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MISSES’ 


to sell your popular spring heel ankle high bluchers. In 
the children’s lines, the real moccasin on a soft sole, the 
ene-strap pump, the barefoot sandal and ghillie tie, all 
good sellers, are still with us. And the staple oxfords— 
plain toes, short shield tips and straight tips—will con- 
tinue to be three of your best selling shoes. 

The three boys’ patterns which we show you—straight 
tip bal, blucher with short shield tip and plain toe 
blucher—are basic styles, simple yet serviceable, which 
have always been good sellers. In the misses’ group, we 
have illustrated three wearable shoes for school and 
every-day wear and the smart ankle strap pump for 
parties and special occasions. The growing girls’ group 
features a moccasin front oxford (permitted on a leather 



































BOYS’ 


sole when the heel height is over 11/8) and an espadrille 
for sport and school, while the front strap pattern and 
the pump trimmed with a fabric bow are suitable for 
dressier occasions. 

By concentrating on a few well designed and well 
made styles, you'll be able to carry a more complete 
stock and do a better fitting job on these shoes—so that 
strict conformance with the amendments to M-217 
should be less of a hardship than a blessing in disguise 
to retailers of children’s shoes. 

A few words now about how the children’s shoe pic- 
ture shapes up in the face of recent developments. The 
amendment to M-217 issued April 9th prohibited the 
manufacture of moccasins utilizing a sole; the real 
moccasin, however, need not come in this category. The 
real moccasin should have a sole continuous with the 
vamp, the same piece of leather forming the sole and 
the sides of the vamp, with another piece forming the 
center portion, attached to the vamp by means of the 
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GROWING GIRLS’ 


moccasin seam. Any moccasin types, however, utilizing 
separate soles, or imitation moccasins with separate 
soles, would, under the terms of the amendment, be 
prohibited. 

Another effect of this amendment on the juvenile shoe 
picture is in the releasing of colored reptile leathers. 
Some of the most popular growing girls’ styles—espe- 
cially little dressy pumps and stepins—were sold in 
colored alligator, lizard, etc. Their release means that, 
for some time at least, these shoes will again be among 
your good sellers. It has been estimated that the amend- 
ment will result in the manufacture of approximately 
one million pairs of women’s and girls’ shoes of rep- 
tile; consider, then, how good your chances are for 
doing an excellent Fall business on these types. 






























| The Editor’s - 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Of the Spirit 


YES, there will be an Easter season! Nothing in ration- 
ing nor in:the words of men affect the natural impulses 
of human beings to express, through faith and through 
raiment, the Easter spirit. It has been said that ration- 
ing has the effect of eliminating all seasons and empha- 
sizing basic needs; but just as sure as the sun quickens 
the grass and flowers and vegetables to grow; so, too, 
come changes in the spirit of men and women in 
Springtime. 

Maybe a pair of shoes does play a part in this brave, 
and sometimes gay, world of ours. Who are we to say 
that seasons are wiped out by ration coupon needs? 
After all, there is the deep heart of a nation to be lifted 
up, not only by brave deeds on the field of battle but 
by brave faces at home. 

Yes, there will be an Easter season—and it will find 
expression in the joys of children in shoes and other 
things; in the lift of feminine spirit in a gay hat and 
other things; and in the satisfactions of men in their 
neckties and other things. We are not one with those 
who feel the sad, sober, stale face is token of intensity 
of war effort. There is something to be said for those 
who can be both brave and gay. 

This week we had a national demonstration of the 
power of retailing. In every city and town in America 
retailers, with their own money, paid for advertisements 
selling not their own products but the great Bond Issue. 
The effort was stupendous for, in some cities, every 
advertisement from the first to the last page was beating 
the drums of patriotism. The concept of this great 
effort came out of a retailer who realized the power of 
promotion that could be harnessed to a $13,000,000,000 
‘sales task. 

Once again retailing has demonstrated that it is not 
selfish; that it isn’t merchandise-mad and that it, too, 
can serve with economic bullets. So proudly we praise 
retailing for its great accomplishment. 

Retailing needs a champion at this period of the war 
game. Donald M. Nelson, Chairman of WPB, said as 
much at the Senate hearing on the Bill to Establish a 
Civilian Supply Administration—for we have reached 
the state in this total war when the truly essential civilian 
supply must be treated equally with war production. 
‘There is a point of balance that we must reach now, or 
else we will face the failure to maintain the home front 
adequately. We have béen fortunate, in a way, in hav- 
ing Donald Nelson as Chief of WPB because he has 
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had a sound distribution outlook all the time. His 
Number 1 job, up to this point; was to promote the 
production of war tools and supplies—to the sacrifice 
of everything else. Donald Nelson has sold more goods 
tocivilians, and bought more goods for civilians prob- 
ably than any man in the country. He is certainly 
1etail-minded. 

He and we favor the creation of a new WPB chair- 
manship to champion retailing and to be filled by a 
nationally-known retail personality. There are two 
arms to the problem of supply—one for war and one 
for civilian; and both should be part of the same body. 

Production is the keynote of the output of civilian 
goods as well as munitions. The public’s need for mer- 
chandise of all kinds and descriptions is so great that 
an orderly planning of what’s to be made and where it 
is to go must be established within the next few weeks 
for the bitter Winter ahead. 

We have said it many times—there will be shortages 
develop in the civilian supply of footwear that need 
well-considered planning. There are types of shoes that 
may need special allocation of soles and materials. As 
the situation is at the moment, existing leather and 
supplies are available to any and all providing they can 
get them. 

Maybe when the national inventory is added up we 
will know where we stand in each division of shoe 
use—children’s, men’s and women’s. 

Retailing therefore comes into a period of increasing 
importance. Retailing has suffered much in the past 
sixteen months. Tens of thousands of men, who made 
their living vending things to the public, ranging all 
the way from gasoline to even footwear, have had to 
close up shop and turn elsewhere for employment. In 
many cases, savings of a lifetime have gone into the 
maw of Malloch, without a whimper or protest. It had 
to be, said the God of War! Empty stores, everywhere. 
will attest to the price that retailing has already paid 
as its contribution to the war. ; 

The time now comes when you need to hold-the-line: 
when the service of supplies to civilians needs to be 
considered as part and parcel of the war effort. Retail- 
ing has demonstrated its willingness to serve. Retailing 
has gone through the testing and has not been found 
wanting. Retailing now needs a voice in Washington. 
for there comes a time when you can’t kick it around 


any more. Retailing is now essential! 
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AMENDMENT FREES REPTILE LEATHER, 


REDEFINES PRICE RANGES 





Natural Colored Retan Leather Rejected for Military 


Use Also Permitted for Use in Civilian Work Shoes by 


WasHincton, D. C. — Freeing 
colored reptile leathers, both gen- 
uine and imitation, and a redefini- 
tion of prices ranges for shoe 
manufacturers are two of the more 
important points covered in the 
amendment to M-217 released April 
9th. The colored reptile leather, 
frozen in the hands of shoe manu- 
facturers and tanners last October 
16th and February 13th of this 
year, will be released for manufac- 
ture of women’s and girls’ shoes, 
subject, of course, to other restric- 
tions in the order, for example, that 
of combining colors. It is expected 
that more than 1,000,000 pairs of 
these shoes will be made of the rep- 
tile leather, as a result of its re- 
lease. 

The redefinition of price ranges, 
stating that the highest list price 
in a range must not exceed the low- 
est in the range by more than 10 
per cent or 25 cents a pair, which- 
ever is greater, is considered a boon 
to lower priced manufaéturers, since 
it permits them to go as high as 25 
cents in the difference between 
their highest and lowest ranges. 
Previous action had stated that the 
highest price could exceed the low- 
est by only 10 per cent. 

Natural colored retan leather, re- 


‘jected for use in military shoes, is 


allowable only for civilian work 
shoes. Several months ago the 
Army adopted a natural colored 
shoe, so if any of this leather is re- 
leased, it will be because it is con- 
sidered unfit for military use. It 
will not be wasted, however, since 
its civilian use will be limited -to 
work shoes. 

Gold and silver leather may be 
used for women’s evening slippers 
—with two provisos: the first, that 
the leather was finished prior to 
March 16, 1943; and the second, 
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New Amendment to M-217 


that shoes of these leathers have 
outsoles made from split, head, 
belly, shin or shank leather of five 
iron or less. This action frees gold 
and silver leather which, following 
the amendment of February 13th 
which prohibited the manufacture 
of evening slippers, was frozen in 
the hands of manufacturers and 
tanners. 

The new amendment prohibits 
the manufacture of leather bows 
for shoes. Previously manufacture 
of these was permitted, but manu- 
facturers could not attach them to 
shoes; the practice thus became to 
ship them to retailers who sold them 
separately or attached them to the 
shoes in the stores. The aim of this 
new amendment, it would seem, is 
io discontinue entirely the appear- 
ance of leather bows on shoes. 

Other liberalizations contained in 
the amendment permit the use of 
any color fabric in the manufac- 
ture of footwear having soles made 
of material other than leather or 
rubber, thus making it possible to 
manufacture certain types, such as 
play shoes, which utilize leather 
only for hinges or tabs; and the use 
of colored fabrics in padded sole 
house slippers. 

Additional restrictions contained 
in the amendment include: full 
overlay tips or full overlay foxings, 
except on work shoes and house 
slippers with fabric uppers; quar- 
ter collars, except on unlined shoes 
and house slippers; outside leather 
taps on footwear other than men’s 
high shoes unless the middle sole 
is of synthetic composition mate- 
rial; men’s one-piece leather uppers 
(vamp and quarter cut in one piece 
and seamed up the back) ; and ex- 
tension stitched heel seats, except 
on prewelts in all sizes, stitchdowns, 
children’s shoes up to and includ- 





ing size 3, and established ortho- 
pedic footwear. 

Text of the amended paragraphs 
follows: 

(B) (11) “Price range” shall 
have the usual trade significance, 
provided that the highest list price 
in the range does not exceed the 
lowest in the range by more than 
ten (10) per cent, or twenty-five 
(25) cents a pair, whichever is the 
greater. 

(C) (1) No person shall manu- 
facture, or put into process any 
leather or fabric for the manufac- 
ture of any footwear with: 

(iv) Full overlay tips or full over- 
lay foxings, except on work shoes 
and house slippers with fabric up- 
pers. 

(vi) Quarter collars, except on 
unlined shoes and house slippers. 

(viii) Outside leather taps, on 
tootwear other than men’s high 
shoes, unless the middle sole is of 
synthetic composition material. 

(xiv) Men’s one-piece leather 
uppers (i.e., vamp and quarter cut 
in one piece and seamed up the 
back). 

(xv) Extension stitched heel 
seats, except on prewelts in all sizes, 
stitchdowns in all sizes, children’s 
shoes up to and including size 3, 
and established orthopedic foot- 
wear. 

(C) (4) Nothing in this para- 
graph shall prevent unavoidable 
discoloring of thread, leather, and 
perforations as a result of antiqu- 
ing, or the use of: 

(i) Embossed leather or genuine 
reptiles of the colors permitted in 
paragraph (f) (1) below but hav- 
ing slight variations in shade 
caused by normal finishing of such 

[TURN TO PAGE 34, PLEASE] 
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Celastic adds to her 
Foot Comfort 


ai 


shall Now it’s a woman’s job, 
m ~~ where, more than ever, quality 
the , in footwear counts. 
than | Cc | ° e e.¢ 
re elastic is a positive means 
the ‘ of adding a comfort element 
; to footwear. As the shoe is 
made, this solution-softened 
box toe conforms to the con- 
tour of the last. 
In shoes built for service, 
that lasted contour is main- 


tained —with pleasing results. 


‘ore. 
‘TOs 
THE QUALITY 
BOX TOE 
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NEW ORDER CLARIFIES RATION 
INVENTORY 






BANKING 


PROCEDURE 


Joint Ration Banking Account Permitted for 


Two or More Establishments Operating Under 


Same Ownership in Same City or Community 


WASHINGTON, D. C.—Any shoe es- 
tablishment—retailer, distributor, job- 
ber or manufacturer—with a commer- 
cial checking account having access to 
ration banking facilities must open a 
shoe ration bank account before April 
18, 1943, and file its inventory at the 
bank by that date unless permitted by 
an OPA district office to file later. 


Other establishments may not open 
ration bank accounts, with two excep- 
tions: (1) Any government agency 
owning a shoe establishment may open 
a shoe ration account even though it 
has no money checking account; and 
(2) a chain store operating without a 
money checking account of its own may 
open a shoe ration account, if any mem- 
ber of the chain does have a money 
checking account. 

After April 17, 1943, no establish- 
ment may transfer or acquire new 
shoes until it has filed its inventory, ex- 
cept where permission has been ob- 
tained for late filing. 


The amendment No. 9 to Ration Or- 
der 17 requiring these actions, effective 
April 8, 1943, makes provision, how- 
ever, for the transfer of shoes between 
establishments on ration currency 
“credit” through April 25 to allow ship- 
ments to be made in their usual man- 
ner while dealers are adapting their 
business methods to ration banking and 
ration currency payments. 


All ration currency debts must be 
paid before May 6, 1943. 


Shoe dealers not having commercial 
checking accounts, and those unable to 
open ration bank accounts due to lack 
of such a facility in the community, are 
to file their inventories with OPA dis- 
trict offices. Where this is done, a reg- 
istration number will be assigned which 
the dealer must furnish suppliers with 
all orders for shoes placed after April 
25, 1943. 

Under this arrangement, a shoe deal- 
er who files with a District Office may 
present ration currency received to the 
District Office in exchange for a num- 
ber of certificates in suitable denomina- 
tions to place orders with his suppliers. 
This provision was made to allow those 
dealers to extend the validity period of 
their ration currency so that they will 
not be forced to place their orders 
sooner than they do customarily. 

Inventory, to be made on OPA Form 
R-1701, must include the following: 
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1. All new shoes (by types) located 
in the establishment, other than those 
which are there only for repair; 

2. All new shoes owned by the estab- 
lishment which are stored in a public 
warehouse or are in the hands of an- 
other for repair; 

3. The amount of ration currency 
on hand (by pairs of shoes). 

4. The number of pairs -of shoes 
transferred by it for which ration cur- 
rency is owed to it; 

5. The number of pairs of new shoes 
transferred by it to exempt persons or 
agencies; and 

6. The number of pairs of shoes 
acquired by it for which it owes ration 
currency. 

This inventory must be filed in dupli- 
cate by all members of the trade—man- 
ufacturers, jobbers, distributors and 
retailers. 

Shoes which must be included in this 
inventory are all shoes covered by Ra- 
tion Order 17 as of April 10, 1943. 
Shoes not covered by the Order as of 
that date are not to be included. 

OPA Form R-1701 may be obtained 
by a dealer from his bank, if it has ra- 
tion banking facilities, or, if not, by 
writing to an OPA District Office. 

A person owning two or more estab- 
lishments having new shoes stored in 
a public warehouse must include all of 
them in the inventories of his estab- 
lishments, but he may allot the shoes 
stored to any establishment he wants. 

A separate inventory must be filed 
for every shoe establishment. However, 
a person owning two or more distribut- 
ing establishments in the same city or 
community may open a joint ration 
bank account for them. Shoes may be 
transferred between establishments in- 
cluded in a joint ration bank account 
without the surrender of ration cur- 
rency. 

At the time of filing his inventory, 
whether at a bank or District Office, 
a shoe distributor will be given a shoe 
purchase allowance which he may use 
in addition to the ration currency re- 
ceived from customers to buy shoes, 
and repay suppliers for shoes pur- 
chased prior to April 25, the end of the 
ration currency “credit” period for 
shoe transfers. 

The amount of the shoe purchase al- 
lowance will be 50 per cent of the num- 





ber of pairs of new shoes in the inven- 
tory. A distributor who opens a shoe 
ration account will make out a deposit 
slip for this amount, which will be cred- 
ited to his account. Dealers filing in- 
ventories with OPA District Offices will 
receive the same shoe purchase allow- 
ance from the District Offices. 


Until a distributor has sent his sup- 


pliers ration currency for shoes pur- | 


chased on “credit” since February 7, 
the day shoe rationing became effective, 
he may not use ration currency to 
acquire other shoes. 

Shoes, under the Order, may be 
transferred between’ establishments 
only by use of ration checks, except 
where a distributor has filed with a 
District Office. In this case a supplier 
may ship shoes on receipt of stamps or 
certificates where the order carries 
with it the distributor’s registration 
number. Certificates must be endorsed 
on the reverse side by the name of the 
establishment. 

When a dealer pays a supplier with 
ration stamps or certificates, this cur- 
rency is valid only for 20 days after 
its expiration for consumer use. The 
currency may be forwarded to a Dis- 
trict Office or deposited in a ration 
bank account, within 30 days after its 
consumer valid period. Special shoe 
stamps or certificates, including tem- 
porary shoe purchase certificates, can 
be deposited in an account at any time 
within 60 days after the date of issue. 
Stamps or certificates which are not 
deposited within this time are void. 
However, all certificates are valid for 
deposit before May 1, 1943, regardless 
of the date of their issue. 

Amendment No. 9 to Ration Order 
17 (Shoes) is effective April 8, 1943. 


New Children’s Shop Opened 


St. Paut, MInn.—Junior World is 
the popular name given to the chil- 
dren’s shoe shop at Macey’s on Seventh 
Street. Because riding the elevator is 
a thrill to most children, the shop has 
been placed on the second floor. 

Recently in a promotion of best qual- 
ity shoes for Coupon No. 17, Macey’s 
made a showing of sturdy, all leather 
school shoes of well-known makes, 
stressing their durability. With each 
purchase of school shoes the child was 
given a pencil box. The store makes 4 
speciality of expert fitting. 
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Recorder Man’s Son Directs 
Ship Movements 





The wheelhouse is the nerve center of the swift little Navy 

PC boats. Here Ensign William Bowen, officer of the deck 

and son of B. C. Bowen, vicepresident of BOOT AND SHOE 

RECORDER and manager of the Chicago office, directs the 

ship's movements and keeps in constant communication by 

battie telephone with vital parts of the ship during action. 
Official U. S$. Navy photo. 

















Washington Newsreel 
[CONTINUED FROM PAGE 18] 


states the Department of Commerce. This market 
annually absorbed 17,000 pairs of shoes. At one time 
8,000,000 salted and dried hides had to be exported 
because of insufficient local facilities for tanning into 
shoe leathers. This amount has gradually been reduced, 
so that exports of hides in 1942 came to slightly more 
than 60 per cent of what they were in 1924. 

There are fewer than 50 shoe factories in Argentina, 
but there are more than 2000 small establishments 
making shoes, states the president of the Argentina 
Shoe Industry Association. In addition to supplying 
national needs, domestic factories are preparing to take 
care of foreign markets as well. 

Bolivia is Argentina’s best customer for footwear. 
Other leather articles are sold principally to Bolivia, the 
United States, the Union of South Africa, and Vene- 
zuela. The most important markets for Argentina 
tanned hides are the United States, the Soviet Union, 
China and the Union of South Africa. 

Meanwhile, shoe factories in Uruguay have resumed 
operations on a small scale following the usual seasonal 
decline and attention is being devoted principally to 
the production of standard shoes for stock. Prospects 
for the Fall and Winter season are not encouraging, 
owing to the serious drought situation in the interior of 
the country. 
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THE IMPORTANT NAME IN 


SKI BOOTS 


A Matter of Mutual Help 


You've shown by your previous orders that 
Bass Ski Boots are popular with your customers — 
and we've taken much pride in the fact that we've 
carried a stock from which you could reorder 
throughout the season. 

But we have a problem this year — war produc- 
tion and restrictions have limited our civilian 
production. So we're going to ask you to place 
your orders for Bass Ski Boots before July 1, for 
shipment before October 31. That's the only 
way you can be certain of having them on hand 
when your customers want them. Fortunately, 

overnment regulations do not prevent the manu- 
Cau of ski boots, since skiing is a valuable 
recreation and a useful training for mountain 
troops. 

You can be sure that ski enthusiasts will con- 
tinue to say ‘Bass’! So please — to help 
you to help them by ordering soon. Thanks! 


G. H. BASS & CO., Dept. BS-14, Wilton, Maine 


UNCLE SAM COMES FIRS 


with you and with us. Please have. 
patience with temporary delays and 
shortages due to our war production, 


— 


* 






La Aare. Ds 








by Boot anp SHOE RECORDER as early as 
last August (see Aug. 22 issue, “Women 
on the Work Front’’). 

What kinds of shoes are available for 
women doing real farm work? In the 
last war some women wore Boy Scout 
high shoes. They seemed about the best 
thing on the market. Today, some are 
wearing boys’ and men’s boots. But they 
are very far from being right. A boy’s 
foot is bigger in every way. The most 
popular widths in boys’ shoes are C’s 
and D’s. Even the women wearing a 
C or D shoe will find the boy’s C or D 
too wide. Woolen socks can do some- 
thing to make these shoes fit better, but 
they can’t change a boy’s last to a 
woman’s. They can, of course, make 
the shoe feel softer on the foot. Socks 
should be worn, too, to protect ankles 
and feet from the dirt, stones, twigs, 
etc., that would otherwise work down 
into the low cut shoe or scratch the 
ankles. 


What Is Available for 
Women Farmers? 


Right now the lest solution seems to 
be a low-heel sport shoe, probably on 
a reclaimed rubber sole, in a sturdy 
leather such as an elk finish. When you 
sell these shoes, be sure to fit them a 
little long and a little wide, so that the 
wool sock will not make them feel too 
tight. Today, the average woman has 
better sense about her feet than she 
had, even a few years ago. Low heels, 
broad treads, the right shoes for the 
“occasion”—all these style trends have 
been good influences in getting women 
into “sensible” shoes and making them 
like them. But there are still some 
old-fashioned thinkers who might think 
that any old shoe would do for farm 
work. We can remember a _ fellow 
farmerette in the last war who wore 
high-heel pumps for hoeing. She did 
her job, but then she was a girl of high 
courage, as well as no sense! 


“Farm Shoes Are Work 
Shoes,” Says OPA* 


If a woman is working as a regular 
full-time farm hand, she can consider 
that the shoes she wears on this job 
are work shoes. If these shoes need 
replacing and all the family coupons 
have been used, she can apply to OPA 
for another coupon permitting her to 
buy this additional pair of shoes. In 
other words, she can have the same 
privileges as a man farmer, a nurse or 
any other worker needing extra shoes 
for his or her job. This is a point to 
make clear to your customers. It is 
good for your business and good for 
her, because it will encourage her to 
get the right kind of shoe for the job. 


Possibility of Functional Farm Shoe 


We hope that we have made it clear 
that we do not think that women farm- 
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Footwear for F ighters on the Food Front 


[CONTINUED FROM PAGE 15] 





WOMAN FARM WORKER 
MUST HAVE RIGHT SHOE 


Shoeing the woman farmer is go- 
ing to be one of your summer jobs. 
Right now women are volunteering 
their services, some for a two- 
weeks’ vacation, some for the 
whole summer, some for the dura- 
tion. The right shoe, sturdy but 
supple, which will protect the feet 
and ankles from moisture, dirt and 
stones, is something the woman 
farmer must have if she is to do 
her job right. 











ers’ shoe needs have been very well 
met, so far. If women go in for farm- 
ing in a big way—and indications are 
that they will, if they get the chance— 
they ought to have as much considera- 
tion as the men. It is possible that 
standard specifications may be drawn 
up for women’s farm shoes just as they 
are now being drawn up for protective 
industrial shoes. In the meantime, you 
will have to help your customer adapt 
what you can sell her to her farming 
needs. Socks, as well as shoes, will be 
part of your stock-in-trade and perhaps 
bandanas, heavy work gloves and even 
shade hats. Don’t forget that you will 
have plenty of Victory gardeners look- 
ing for that kind of merchandise, too. 


Other Kinds of Soles Practical? 


Wooden sole shoes—rocker bottoms 
with no hinges of any sort—are a pos- 
sibility to consider for farming. They 
have been used for years in dairies. It 
seems as though they might work out 
on the land. Worn over socks, they are 
another type for you to consider. 





Firm Leads U. S. in Bond Sales 


SAN Francisco—I. Magnin & Co. 
recently converted one of its Grant 
Avenue store windows into a Victory 
Window for the sale of war stamps 
and bonds. Its first anniversary was 
celebrated this year, not only with a 
huge birthday cake, but with a record 
of selling $3,000,000 worth of bonds 
and stamps to over 50,000 people. The 
Victory Window is staffed by members 
of the American Women’s Voluntary 
Services, and each morning some noted 
star of stage, screen or concert hall, 
broadeasts over the radio from the 
window. A list of those who have ap- 
peared include scores of the top rank- 
ing stars in America. The window is 
so constructed that purchasers can buy 
stamps or bonds without going through 
the store, and the amount of newspaper 












space devoted to advertising the Vic- 
tory Window, paid for by the store, 
runs into a goodly sum. 





Play Up Industrial Angle 
For Foot Health Week 
[CONTINUED FROM PAGE 17] 


For ordinary fatigue, plunge the feet 
alternately into hot and cold water, 
then massage vigorously with a turkish 
towel. Then, if possible, relax with 
the feet high on a pillow. Feet should 
be bathed at least once a day. 

If you stand at your job—learn to 
stand correctly! Improper stance will 
cause body fatigue without fail. Ask 
your shop nurse or physician about this, 

With this combine one of the exer- 
cise series—rising on tiptoes—raising 
toes off the floor—walking a chalk line 
—toes over book—walking on sides of 
feet—bending feet toward body—bend- 
ing feet away from body. 

These are as good for everyone as 
for industrial workers, and can be made 
interchangeable by changing the cover 
title. Foot Health Care for War Work- 
ers. Foot Health Care for Air Raid 
Wardens. Foot Health Care for Home- 
makers. Foot Health Care for Women 
in Service. 

Establish a Foot Health Clinic with 
free foot examination during Foot 
Health Week. Simply examine and 
diagnose and suggest proper treatment 
if treatment is needed. Let the patient 
select her own podiatrist or shoe store 
—whichever may be needed—from a 
list provided. Some time ago a shoe shop 
in Flushing, N. Y., published an ad sug- 
gesting a visit to a chiropodist-podia- 
trist if there was any sign of foot 
trouble. All the men in the vicinity 
were listed, with their office addresses. 

In your own stores you can use dis- 
plays of right and wrong shoes, trying 
to get some worn shoes to show what 
happens when wrong shoes are worn. 
Case histories from your own files and 
those of shops will help. One plant 
paraded a pair of high heel shoes that 
had been broken in descending a stair- 
ease, with severe injury to the wearer 
—and stopped the wearing of high heels 
at work, without protest. Other object 
lessons are available in every com- 
munity. 

Plant to have personal and radio 
talks on foot care and proper posture. 
Charts and photos should be used at the 
personal talks. These can afterward be 
used in the papers. Get the local of- 
ficials to cooperate, with the mayor to 
give his endorsement in an opening 
speech. 

National Foot Health Week has 
grown increasingly important through- 
out the years, but it has never been as 
important as it is this year. It becomes 
more than a mere shoe man’s promo- 
tion; it becomes an opportunity to make 
a substantial contribution to the war 
effort—one that every conscientious 
shoe man will want to make. Remem- 
ber the date 
National Foot Health Week— 

April 28 through May 1, 1948. 
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THE RECORDER 


BRINGS 


INTO YOUR STORE 


A weekly service to Recorder readers . . . 
National news of Shoes and Leather, and 
their place in the war effort. Orders and 
directives of government agencies simpli- 
fied for manufacturer and merchant .. . 
Impending legislation of interest to shoe 
men, analyzed for them ... Read it, assim- 
ilate it, and make use of it. 

It’s your weekly guide and solution to 
many of the complex problems that face 
your industry today. 











leathers, or 

(ii) Embossed leather or genuine 
reptiles of any color or colors (in all- 
over shoes) if finished prior to Octo- 
ber 16, 1942. 

(C) (5) Nothing contained in this 
paragraph (C) (5) shall prevent any 
person from using: 

(i) Any solid color white cattle hide, 
turftan, bluejacket blue, gold or silver 
leather finished prior to March 16, 
1943. 

(ii) Any other solid color leather or 
any genuine or imitation reptile leather 
of any color or colors (in all-over shoes) 
finished prior to October 16, 1942. 

(v) Natural colored retan leather in 
the manufacture of work shoes. 

(C) (8) No person shal] attach any 
leather outsoles or outside leather taps 
to any footwear having raised or flat 
seam moccasin type vamps (including 


Amendment Frees Reptile Leather, Redefines Price Ranges 


(CONTINUED FROM PAGE 28) 


genuine moccasins utilizing soles) or 
mudguard vamps, any saddle-type foot- 
wear, or any footwear imitation wing 
tips, imitation stitched moccasin types, 
imitation stitched mudguards and im- 
itation stitched saddles; Provided, how- 
ever, That nothing in this subparagraph 
(c) (8) shall apply to women’s and 
girls’ shoes with heels 11/8 inches and 
over in height, using size 4B as the 
standard. 

(C) (11) No person shall manufac- 
ture any leather or part leather bows 
for use on footwear. 

(D) (2) No person shall put into 
process any leather or fabric for the 
manufacture of any women’s evening 
slippers, except those using gold or 
silver upper leather finished prior to 
March 16, 1943 with split, head, belly, 
shin or shank outsoles of 5 iron or 
less. 

















Attractive Tulip Design, deep 
orchid and green on shell 
rose card; text in purple. 


Size 8” x 14” 
Six Easter Texts 


to select from— 
Sent on request. 


75¢ each; 3 for $1.65 
or without text 


3 for 90¢ 


Limited Quantity—Order Early. 


TALKING WINDOWS PAY THE RENT 














1 (E) Exceptions to paragraphs (C) 
and (D) above. The foregoing prohi- 
bitions and restrictions of this order 
shall not apply to: 

(1) Footwear the soles other than in- 
soles of which are made wholly from 
materials other than leather or rubber 
(which may, however, utilize leather 
for hinges or tabs, heel inserts or other 
nonskid or soundproofing features cov- 
ering not more than 25% of the area 
of the bottom of the sole). 

(F) (4) The restrictions in this 
paragraph shall not apply to the dye- 
ing of fabrics for use in padded sole 
house slippers or footwear of the type 
referred to in paragraph (e) (1) above. 

(H) (1) Restrictions relating to 
sales and deliveries. (1) No person 
shall sell or deliver any new footwear 
manufactured in the United States 
of America in violation of this order. 


























PRICE TICKETS 


Same design and colors with 
black imprinted prices. 
Size 144” x 244” 
6 Doz.—$1.25 
12 “ — 2.25 


with store name 
imprinted 
144 Tickets—$3.85 
288 ” — 6.20 


Check with order please, 
unless C.0.D. preferred. 


Circular showing samples of 
EASTER and Patriotic card and 
texts, also tickets sent on request. 


AYM ZHL AZAWd SMOCNIM ONIXTYL 


















































co UL AND EF- Any Selection | Or If Blank | Display | Modernistic| 6 Month | 12 Month Or If 
FECTIVE SHOW CARD SERVICE Prom 150 piickets | Cards | Card "| Contract | Contract | Without 
“x14” olders ice rv 
AND PRICE TICKET Imprinted ae . Members | Members Holders 
SERVICE ... New and — 
: 144 
seasonal display cards No. 1 (12 doz.) _| (in 8 Sheets) 12 6 $9.25 $6.20 | $5.25 
nd isi : 96 126 
and harmonizing price No. 2 (8 dos.) _| (in 6 Sheets) 8 4 6.12 4.50 | 3.85 
tickets every month with 79 a 
informative messages on No. 3 (6 doz.) _| (in 4 Sheets) 6 2 4.60 3.70 3.35 
. 48 63 
style notes, value, quality, No. 4 (4 dos.) _| (in 3 Sheets) 4 2 3.35 2.95 2.60 
service, etc. Exclusive Additional Limit: (2) 
: Imprinted ts to card .70 
franchise basis. WRITE | price Tickets \service Member Per 100 
for samples and further Imprinted | 72 (6 dos) 1°25 | 50-75 Gr. Lees 5 
information. Price Tickets | 144 (19 doz.) 2:25 | 75-100 Gr. Less 10 
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This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
... by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 

It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 





FOR VICTORY TODAY 





Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today ... and prosperity #omer- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C. 


)) War Savings Bonds 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


ria 


SYSTEM UPPER LEATHER FINISHES 
MeHEEL, EDGECAND BOTTOM FINISHES « 
PRODUCED BY 6B. B. CHEMICAL COMPANY 
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“War Models” in Shoes under Discussion 


Manufacturers’ and Retailers’ Advisory Committees Meet 
; with WPB Officials in Washington, Following 
Week of Rumors and Denials 


New YorK—Its been a week of ru- 
mors and denials, of apprehension and 
feassurance, of expectation and dis- 
appointment in the shoe trade, with 
the industry’s ear cocked to catch the 
latest whisper out of Washington. 
There was plenty of whispering, and a 
few concrete developments emerged, 
guch as the release of the long-awaited 
amendment to Conservation Order M- 
217, which furnished the principal re- 
a@8surance referred to above, in that it 
fontained none of the drastic provi- 
sions limiting shoe production or other- 
Wise hampering the industry’s opera- 
tions which had been feared in some 
Quarters. The amendment story, when 
it broke on Friday, proved to be pretty 
harmless, and by some of the manufac- 
turers of lower price shoes it was actu- 
ally hailed as good news. 

Aside from the uncertainty that pre- 
feded the issuance of the M-217 amend- 
Ment, the industry’s apprehension came 


Principally from further talk of “war, 


Models” in shoes, which in turn was 
inspired by a call from the War Pro- 
duction Board for conferences with the 
industry’s advisory committees on 
Thursday and Friday. These confer- 
ences were in progress in Washington 
as this issue of the RECORDER went to 
press. Other topics than “war models” 
were on the agenda, but the latter were 
Tegarded as the prime purpose of the 
meetings. To the average shoe man a 
“war model” at once conjures up the 
grim spectre of standardization, an 
idea that’s just plain poison to mer- 
chant and manufacturer alike. 

Of course it’s quite conceivable that 
certain duration models in shoes could 
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be worked out without putting the in- 
dustry under a complete standardiza- 
tion program, and there seems to be 
good reason to anticipate that it’s some- 
thing of this sort that really is con- 
templated. It will be recalled in this 
connection that Economic Director 
Byrnes hinted at something of the kind 
in February, when he issued the orig- 
inal announcement of shoe rationing. 
At any rate, the manufacturers’ ad- 
visory committee was called to confer 
with WPB officials on Thursday, April 
15, and the retailers’ committee meets 
with the government representatives 
on Friday. Whatever materializes at 
these meetings may be of more far- 
reaching significance to.the shoe in- 
dustry than anything that has happened 
since the rationing order was made 
effective. 

The conservative and trustworthy 
New York Times printed an item last 
week in which release of men’s sport 
shoes from rationing was mentioned as 
a distinct possibility, hut later a denial 
that anything of that sort was under 
consideration was printed elsewhere 
and attributed to a Washington source. 


Price Ceilings Conference 


The conference of 19 shoe manufac- 
turers, comprising the advisory com- 
mittee (B & S R, April 10, page 47) 
named to discuss shoe price ceilings 
based on cost of production with OPA 
officials, proved disappointing to many 
of the shoe men who journeyed to 
Washington Thursday and Friday of 
last week, according to reports. Most 
of the manufacturers were strongly of 
(TURN TO PAGE 38, PLEASE) 
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Production Higher than 
January Figure 










































































WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for February totaled 37,582,- 
787 pairs, according to a monthly re- 
lease by the Department of Commerce, 
Bureau of the Census. This figure was 
0.1 per cent higher than production 
in January and 6.9 per cent lower than 
that of February, 1942. 

Production of government shoes in 
February amounted to 3,959,954 pairs, 
including 61,616 pairs of women’s shoes. 
This was only slightly higher than the 
January figure of 3,912,849 pairs which 
included 107,083 pairs of shoes for 
women. Production of shoes for the 
government in February, 1942, reached 
2,351,351 pairs, not including those for 
women. Total output of government 
shoes for the year to date came to 
7,872,803 pairs, including 168,699 pairs 
for women. Production for the com- 
parable period in 1942 totaled 4,574,401 
pairs, but, again, no figures are avail- 
(TURN TO PAGE 41, PLEASE) 
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WHERE TO BUY THIS NATIONALLY DISTRIBUTED 
LINE OF MEN'S STAPLE SHOES 


California 
Les Angeles, Chesney Shoe Co 
Sacramento, The Van Voorhies- 
Phinney Co. 


Colorade 
Denver, The Kemp Shoe Co. 


Florida 
Jacksonville, J. H. Churchwell Co 





Georgia 
Atlanta, Gramling & Collinsworth 
Ulinois 
Gy 0, Harper & Kirschten 
‘0. 


Chicago, Keehn Bros. 
Peoria, John Moser & Son 


Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springhetd, M. T. Shaw Shoe Co. of 
ew England, Inc 
Michigan 
Detroit, American Shoe Co 
Grand Rapids, Hoekstra Shoe Co 
Saginaw, Michigan Shoe Co. 
Minnesota 
St. Paul, Scheffer & Rossum Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Trade Builder Shoe Co 
Ohio 
Cincinnati, Robert Graefe 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co 


ennessee 
Bristol, King Brothers Shoe Co. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore 
Dry Goods Co. 


Uteh 
Salt Lake City, Zion's Co-Operative 
ercantile Institution 
Washington 
Seattle, Washington Shoe Co. 
Spokane, The Adams Leather Co. 
West Vi 
Charleston, W. L. Smith & Co. 





Indiana 
Indianapolis, E. P. Bayless Shoe Co. 


Cedar ids, The Otis-Padley Co. 


Rapids, . 
D Merchants Supply 0. . The Coombs . 
Zanesville, The Black & Grant Co. 


Keokuk, Larson & Hodge, Inc. 





“War Models” in Shoes 
Under Discussion 
(CONTINUED FROM PAGE 37) 


the opinion that if a price ceiling for- 
mula to replace the March, 1942, ceil- 
ings provided in the General Maximum 
Price Regulation is to be adopted, it 
should cover manufacturers, whole- 
salers and retailers alike, and the com- 
plete program should be announced 
simultaneously. 

The OPA Branch concerned with this 
matter is said to have presented the 
manufacturers’ committee with a ‘ten- 
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Huntington, The Jeff Newberry Co 
Wisconsin 
Milwaukee, Gaenslen Bros. 


Shoe Co. ther Co. 
Oshkosh, H. C. Roenitz Co. 


tative draft of a formula affecting their 
branch of the industry alone and de- 
sired an immediate OK, with the ex- 
pectation that the formulae for whole- 
salers and retailers would be brought 
out later. To this proposal most of the 
manufacturers were unwilling to ac- 
cede, being of the opinion that such 
procedure would result in a price for- 
mula that would prove too inflexible, 
with the result that manufacturers 
might subsequently find themselves 
caught in a price squeeze. Since con- 
siderable study and research would 
have to be devoted to retail price ceil- 
ings before a formula could be ap- 


proved, it is felt that additional time 
would be required if the matter is to 
be handled in the manner favored by 
the manufacturers. 

The official OWI press release coy- 
ering the meeting between the manv- 
facturers and officials of the OPA con- 
tained the following: 

“Without changing the general level 
of selling prices in the industry, the 
proposed regulation would establish 
margins with reference to cost and 
other factors in accordance with con- 
ditions in the industry and ordinary 
trade practice of shoe manufacturers, 

“Investigations and consultation with 
industry members have been conducted 
by the OPA since late in November, 
1942. A very tentative draft of a reg- 
ulation was put before the shoe manu- 
facturers for criticism and analysis, 
and to afford further opportunity for 
suggestions and advice from the in- 
dustry. Those invited to attend had 
been appointed to a Shoe Manufac- 
turers Advisory Committee. T. R. 
Simons of the Weyenberg Shoe Com- 
pany, Milwaukee, Wisconsin, was made 
temporary Committee chairman pend- 
ing formal organization and election 
of officers by the Committee itself. 

“L. B. Lovell, Price Executive, Man- 
ufactured Articles Branch of the Tex- 
tiles, Leather and Apparel Price Divi- 
sion of OPA presided over the joint 
conference, assisted by Edgar E. Rand, 
Head of the Shoes and Other Leather 
products Section of the Manufactured 
Articles Branch. 

“The meeting was confined to manv- 
facturers’ prices, although ceilings will 
be established for wholesalers and re- 
tailers also. Whether a maximum 
price regulation covering all three 
branches of the industry shall be issued 
at the same time, or the manufacturers’ 
ceilings shall be issued first, to be fol- 
lowed by those for wholesalers and re- 
tailers, was one of the points discussed 
but not determined.” 


Named Assistant Manager 


Los ANGELES, CALIF.—A. J. White 
is now assistant manager of the Para- 
gon shoe section under general shoe 
manager Paul Kirsh. This advance- 
ment comes from the fine work Mr. 
White has done for the several years 
he has been assisting Mr. Kirsh in the 
shoe merchandising job at The May Co. 





Service Shoe Order Placed 


Boston, Mass.— Three companies 
share in an award for 665,000 pairs of 
Type II service shoes, recently an- 
nounced by the Boston Quartermaster 
Depot. The General Shoe Corporation 
is to make 357,000 pairs; the Weyen- 
berg Shoe Mfg. Co., 210,000; and the 
Hanover Shoe Co., the balance, or 98,- 
000 pairs. The United States Rubber 
Company has been given a contract to 
make 30,000 pairs of safety-sole, boat 
overshoes. These are five-buckle are- 
tics of rubber with a special bottom. 


Boot and Shoe Recorder 
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Army to Place Big Service Shoe Order 





In Market for 7,200,000 Pairs of Two Different Types, Also 
Rubber Boots, Ski Boots and Other Items—Exhibit 
Held for Manufacturers 


Boston, Mass.—The intention of the 
Army to place orders soon for large 
quantities of service shoes as well as 
other footwear items was _ revealed 
here on April 7, when the Smaller 
War Plants Corporation, in coopera- 
tion with the Boston Quartermaster 
Depot, staged a display of needed mer- 
chandise at 17 Court Street, New En- 
gland headquarters of many of the war 
agencies, 

Among the items to be contracted for 
are 5,645,120 pairs of Type III ser- 
yice shoes with uppers of flesh-out 
chrome retan leather and molded whole 
rubber soles with reinforcing nails; 
1,554,880 pairs of regulation service 
shoes with composition soles; 108,000 
pairs of mountain ski boots; 87,000 
pairs of rubber hip boots; 87,000 pairs 
of rubber knee boots; 2,400,000 water- 
resisting fibre heel bases; and 2,400,000 
pairs of rubber heels with wood cores. 
Shoe manufacturers who visited the 
exhibit also were interested in canvas 
water buckets—100,000 of which are to 
be purchased soon—feeling that pre- 
sent stitching equipment in their fac- 
tories might be utilized in their manu- 
facture. 


It was announced at the same time 
by the Office of War Information, that 
this exhibit, the forerunner of others 


to come, is an experiment designed to 


help spread the volume of war work 
and utilize factories not now running 
at their normal plant capacities. “In 
making the announcement of the exhib- 
it,” a statement from the OWI said, 
“New England SWPC chief Clarence 
A. Woodruff stressed that, unlike pre- 
vious attempts to spread war work 
into the country’s smaller manufactur- 
ing plants, most of which have depend- 
ed on indirect match-making between 
prime and sub-contractors, the new 
SWPC-Army Quartermaster Corps ex- 
hibit will act as a direct introduction 
to the procurement agency concerned, 
with SWPC making direct nominations 
on direct bids.” 


In attendance at the display, in addi- 





Dates to Remember 


Travel Saving Shoe Show, Parker 
House, Boston, Mass. 
April 19, 20, 21, 22, 1943 
Combined War Council and Selling 
Meeting, Southeastern Shoe 
Travelers and Southern Retail 
Shoe Dealers, Henry Grady and 
Ansley Hotels, Atlanta, Ga. 
April 27, 28, 29, 1943 
Fall Opening Show, Shoe Travel- 
ers’ Association of Chicago, Ho- 
tel Morrison, Chicago, Il. 
May l, 2, 3, 4, 1943 
Northwestern National Shoe Travel- 
ers’ Show, Dyckman Hotel, Min- 
neapolis, Minn. May 2, 3, 4, 1943 
Midwestern Shoe Travelers’ Fall 
Show, Paxton Hotel, Omaha, 
Neb. May 9, 10, 11, 1943 
Fall Style Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Texas. 
May 11, 12, 13, 14, 1943 
Fall Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. May 16, 17, 18, 1943 





tion to engineers attached to the SWPC, 
were a corps of Army Quartermaster 
officers headed by Colonel John T. Cur- 
tis, Major Edward J. Tremaine, Jr., 
and Captain Newton L. Walzer. 

On the same day, the Boston Quar- 
termaster Depot announced that con- 
tracts had been awarded covering the 
manufacture of 1,272,000 pairs of cloth- 
top arctics; 260,000 pairs of laces for 
parachute jumpers’ boots; 20,085 pairs 
of black, whole-rubber heels; and 1,134 
pairs of composition taps. Companies 
sharing in the arctic award are: 

United States Rubber Co., 481,524 
pairs; Hood Rubber Co., 285,000; Endi- 
cott-Johnson Corporation, 72,000; Good- 
year Footwear Corporation, 72,000; 
Converse Rubber Co., 66,000; Goodyear 
Rubber Co., 65,016; Tyer Rubber Co., 
63,600; LaCrosse Rubber Mills, 60,000; 
Servus Rubber Co., 60,000; Briston 

“Manufacturing Co., 46,860. 





Entering Own Business 


DENVER, CoL.— Max Lackner, shoe 
buyer for The May Company, here, for 
21 years, resigned his position effective 
May 1, to enter his own business. His 
former assistant, Harry Levy, who was 
connected with Mr. Lackner for ten 
years, will be associated with him in 
the business. 

Mr. Lackner and Mr. Levy have 
taken over The Sam Banner Co., estab- 
lished 41 years ago, wholesalers and 
retailers of machinery, hardware and 
tools. 


April 17, 1943 


To Handle Cuboid 
Department 


Los ANGELES, CAL.—Fred Kirkorn 
has been selected by P. D. Lehman, 
manager of the J. W. Robinson Co. 
shoe departments, to handle the newly 
opened Cuboid department. This Cu- 
boid sales section is located right in 
the third floor shoe salon. Opening 
business was most satisfactory; this 
is the first time J. W. Robinson Co. has 
handled any foot comfort giving aids. 











USE YOUR ABILITY 
AS YOUR STEPPING-STONE 
TO SUCCESS 


The Health Spot Shoe Shop 
profit-sharing plan provides a 
real incentive for you to make 
the most of your ability. 


As a Health Spot Shoe Shop 
operator, you receive a share of 
the profits earned by the store, 
in addition to a regular salary. 


In other words, the more you 
put into your work, the more 
you get out of it—not.only in 
bigger earnings but in the per- 
sonal satisfaction you derive 
from your success. 


In Health Spot Shoe Shops all 
over the country, men are suc- 
ceeding in a way they never 
dreamed was possible in a re- 
tail shoe store. They accepted 
the profit-sharing plan as a 
challenge to their ability and 
they have been rewarded with 
the best-paying job they ever 
had. 





Mr. E. G. Barker 
MANAGER 
HEALTH SPOT SHOE SHOP 


2014—2nd Ave. N. 
Birmingham, Alabama 


Mr. Barker is one of the many 
Health Spot Shoe Shop oper- 
ators who recognize the per- 
sonal advantages in the profit- 
sharing plan and he is making 
the most of it. 


MEN WANTED... 


for openings created by men 
leaving for the service. Send 
for your application blank to- 
day. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Workshoes 














STEEL TOE 
SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 


LL 
COMPANY 
Holliston, Massachusetts ~ 














Patents Non-Slip Sole 


New YorK—A patent has been is- 
sued to H. F. Barber, New York repre- 
sentative of Dunham Bros., Brattle- 
boro, Vt., for a shoe sole of rubber. 
The sole has cireular ridges which 
reduce the possibility of slipping on 
wet floors. The design is so constructed 
that the same principle may be applied 
to mats, tires and similar articles. 

Mr. Barber has been working on the 
possibility of the government’s using 
this sole, particularly for shoes for the 
ono where wet decks present a prob- 
em. 
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Store Features 17 Brands 

























Oakland, Calif.—in speaking of the suc- 
cess of this season's advertising cam- 
paign, Arthur Weston, manager of the 
Charles Kushins shoe store, said, “Kush- 
ins store policy for years has been 
to feature named brands of shoes with 
which the public is well acquainted. 
When shoe rationing came into being, 
this long established policy bore most 
fruitful returns; never in our history have 
good established trade names meant so 
much to our patrons. All our advertis- 
ing is now being keyed to the thought 
that complete fitting stocks of famous 
brands are now available at Kushins. 
This current ad is in line with the adver- 
tising theme, a subject which we will 
stress even more as shoe buying restric- 
tions get tougher and tougher.” 


Special Ration Currency 
For Safety Shoes 


Boston, Mass.—The State OPA di- 
rector, Lawrence J. Bresnahan, has an- 
nounced the perfection of machinery 
by which certain employers may issue 
special ration currency’ to be used by 
their employees in the purchase of 
safety shoes. Employers eligible to 
issue these stamps are those who re- 
quire their employees to wear any one 
of several types of safety shoe. Em- 
ployees to whom these stamps may be 
issued are those who already have 
spent their No. 17 coupon and who are 
in real need of safety shoes. Mer- 
chants will be authorized to accept 
them. 


Explanatory letters have been sent 
to a list of 275 Massachusetts manu- 
facturers known to require the use of 
safety shoes. Others, not included in 
the original list, have been asked to 
make application to the State OPA 
so that they may be included when the 
stamps are ready for distribution. 

Safety shoe types included in the 
present list are those with steel toe 
boxes, those having electrical con- 
ductivity or electrical resistance, types 
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SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
elso carried in stock by 
American Shee Co., 8. Freiburger & Gre. Ce., 
| 251 W. Jefferson St., 119-121 E. Columbia St. 
Detroit ort Wayne, Indians 
Jayson Shoe Co. . . . Los Angeles, Cal 


known as “non-sparking” and the 
called “molders’ protection” shoe—a 
Congres type which can be put on or 
taken off quickly. 


s0- 


Union Asks Point Rationing 
Of All Footwear 


Boston, Mass.—Several locals of the 
United Shoe Workers of America, at 
a meeting held here recently, adopted 
resolutions condemning as unfair the 
present method of shoe rationing. 
They proposed instead a system of 
point ‘rationing which would grade all 
types of footwear according to quality 
—the higher grades of shoes requiring 
the larger number of points. Every 
type of shoe, whether made of substi- 
tute materials or of leather, they de- 
clared, should be included in the point 
rationing system. 

The resolution also called on the na- 
tional office of the union in Washing- 
ton to contact all locals throughout the 
country and to urge the members to 
write their congressmen and senators 
petitioning for this new method of 
rationing. 
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Speed Clearance of 


Renegotiation 


WASHINGTON, D. C.—Clearance un- 
der the renegotiation act has been ex- 
pedited by the release of new forms 
for financial and cost statements by 
war contracts. The forms are issued 
by the Price Adjustment Boards of the 
War, Navy, and Treasury Departments 
and the Maritime Commission. 

Any war contractor who files his 
figures on one of these forms will be 
automatically cleared of obligation to 
submit to renegotiations unless re- 
quested to do so within one year after 
the filing. If requested to appear for 
a review, the progress of the procedure 
will be expedited by the fact that the 
interested board will already have had 
access to the basic figures. 

Provision for these new forms was 
made through Congressional amend- 
ments which removed objectionable 
features of the act as originally passed. 

If, upon examining the facts sub- 
mitted on the new forms, the interested 
department finds that excessive profits 
may be realized, the interested board 
will communicate with the contraetor. 
It will then be decided whether -fiere 
is to be any further action. , 

Details as to the data required are 
explained on the new forms which can 
be obtained through any of the Four 
Departmental Price Adjustment 
Boards, or by writing to Assignment 
Office, Price Adjustment Board, P.O. 
Box 2707, Washington, D. C. 


Canadian Pietaatien 
Up 8.1 Per Cent 


MONTREAL, CAN.—The Dominion Bu- 
reau of Statistics reported that Can- 
ada’s output of footwear in February, 
exclusive of rubber goods, amounted to 
2,825,933 pairs, an increase of 8.1 per 
cent over the preceding month and 7.6 
per cent over the production in Febru- 
ary, 1942. In the first two months of 
1943, output totaled 5,438,191 pairs 
against 5,090,031 in the corresponding 
period of 1942. 





Production Higher Than 
January Figure 
[CONTINUED FROM PAGE 37] 


able on the amount of women’s shoes 
produced. 

Men’s shoe output—both dress and 
work types—for February came to 
7,133,075 pairs, slightly higher than 
the 7,085,504 pairs produced in Janu- 
ary, but considerably lower than the 
figure for February, 1942, of 9,372,963 
pairs. Production for the year to date 
totaled 14,218,579 pairs, 26.0 per cent 
lower than that for the same period 
last year. 

Production of youths’ and boys’ shoes 
in February amounted to 1,484,759 
pairs, compared with 1,629,734 pairs 
the previous month and 1,417,640 pairs 
in February of the previous year. Total 
for January and February was 3,114,- 


April 17, 1943 
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HERE’S one sure way of keeping your custom- 
ers happy. That’s by featuring Krippendorf 


Foot Rest Shoes. 


Krippendorf Foot Rest Shoes have always been 
known for durability, style and comfort. Today 
these qualities are more important than ever be- 
cause every one of your customers is looking for 
the shoe that she can work in, play in, live in. 


Krippendorf Foot Rest Shoes are nationally ad- 
vertised in Vogue . . . Mademoiselle . . . Ladies’ 


Home Journal. . 


Instructor. 


. Good Housekeeping . . . The 


This year keep your customers happy by featur- 


ing Krippendorf Foot Rest Shoes — it’s a sure way 


to get repeat business! 
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The Krippendorf-Dittmann Company 


CINCINNATI, OHIO 


New York Showroom: Marbridge Building 


ONE BRAND! ONE QUALITY! ONE POLICY! 








493 pairs, 10.4 per cent higher than 
that produced in the same period a 
year ago. 

Women’s shoe output in February 
was 14,183,100 pairs, slightly lower 
than the 14,495,770 pairs which were 
produced in January and lower than 
the figure of 15,529,898 which were pro- 
duced in February, 1942. A total of 
28,678,870 pairs of women’s shoes were 
manufactured in the first two months 
of 1943, 8.1 per cent below the amount 
for the same two months a year ago. 

Production of misses’ and children’s 
shoes amounted to 2,787,307 pairs in 
February, an increase over the Jan- 
uary figure of 2,772,637 pairs, but a 





decided decrease from the 3,758,046 
pairs which were produced in Febru- 
ary of last year. A total of 5,559,944 
pairs was produced in the first two 
months of this year, 27.2 per cent be- 
low the figure for the same period last 
year. 

Infants’ shoe production in February 
came to 2,018,652 pairs, slightly lower 
than the figure for January of 2,095,- 
284 pairs and for the figure of 2,030,- 
328 pairs which were produced in Feb- 
ruary of 1942. Total production so 


far this year amounted to 4,113,936 
pairs, 0.1 per cent higher than the pro- 
duction for the same two months in 
1942. 
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High Heels 
K 3454 Black Patent 
Leather Plain Vamp 


Girdle 


Leather 
Vamp 
M 3424 Blue Smooth 
Leather Perforated 
Vamp 

T 3422 Tan Smooth 
Leather Perforated 


ae 

W 3452 White 
Smooth Leather Per- 
forated Vamp 
Cuban Heels 

K 3459 Black Pat- 
ent Leather Perfo- 
rated Vamp 

T3425 Tan Smooth 
Leather Perferated 
Vamp 

W 3459 White 
Smooth Leather Per- 
forated Vamp 


$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. | 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Orville Jones Joins Army 


Van Nuys, Cauir.—Orville Jones, 
manager of the Buckley Shoe Store, 
has joined the Army. 
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Zanesville, O. — This Spring window by Starr's Shoe Department, here, was most 
effective in bringing customers into the department. The attractive Spring flowers 
and cut-out props lent an atmosphere of gaiety and lightness to the display. 





Business of Ration Violator 
Suspended for 10 Days 


Boston, Mass.—As the result of 
hearings held in this city following 
charges that rationed footwear had 
been sold without requiring the cus- 
tomer to surrender Coupon 17, one 
New England merchant has been de- 
nied the right to receive or sell rationed 
footwear during a ten-day period and 
two others have been let off with ad- 
monitory letters. The legal action taken 
in all three cases was initiated by the 
State Office of Price Administration. 
Hearings were conducted by Arthur L. 
Brown, Chief Hearing Commissioner, 
OPA, District No. 1. 

Under the terms of the suspension 
order, the corporation, its head and its 
employes are forbidden, during the 
suspension period, to accept deliveries 
of new shoes; nor can they sell, trans- 
fer, deliver or trade in them in any 
way. Other persons are also prohi- 
bited from selling or delivering new 
shoes to the corporation or its head. 

In the case of two other shoe mer- 
chants—one in Lynn and one in Quincy, 
Mass.—it was found by the commis- 
sioner that while the letter of the ra- 
tion order had been clearly violated, 
the violation was in good faith. It was 
felt, therefore, that the ends of justice 
would be served by the issuance to 
each of an admonitory letter. 





Receive Registrations 
For Chicago Show 


Cuicaco—A wide representation of 
all types of shoes will be shown in 
lines on display at the Fall Opening 
Shoe Show to be given by the Chicago 
Shoe Travelers’ Association May 1, 2, 
3, and 4 at the Hotel Morrison. 


In addition to Fall shoes there will 
be a number of lines displaying season- 
able in-stock merchandise, including 
Summer shoes for quick delivery. 
Norman N. Souther, publicity and ad- 
vertising manager for the show, states, 
“We are getting a number of new reg- 
istrations each day. We feel that this 
show will be of benefit both to buyer 
and seller. We intend to give the mer- 
chant spending a few days here a 
viewpoint on the future of the shoe 
business as it affects him for the early 
months of the Fall selling season. It 
will be of mutual benefit both to sales- 
man and retailer, since salesmen are 
unable any more to make all the calls 
in their territory. The trade is grad- 
ually getting the bottlenecks out of the 
shoe rationing order and we feel that 
before the Fall selling season starts 
there will be a better understanding 
of the order not only on the part of the 
entire shoe industry, but on the part 
of the consuming public as well. 

Committee members for the show are 
as follows: publicity, Norman N. 
Souther, chairman, Urban K. Allen, 
Dave Marks; finance, Ira Mack, chair- 
man, Ralph Lederer, and George Slater. 
William Drummond, president of the 
Chicago Shoe Travelers’ Association, 
is in charge of reservations. 





Indiana Retail Sales Increase 


BLOOMINGTON, IND. — Independent 
shoes stores in Indiana report that their 
February, 1943, retail sales increased 59 
per cent over their sales volume for 
February, 1942, according to Indiana 
Business Review, published by Indiana 
University. The combined sales volume 
for January and February shows a 34 
per cent increase for 1943 over that 
for 1942. 
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Fall Outlook on 
Men’s Shoes 
[CONTINUED FROM PAGE 23] 


boot, a shoe that has been kicked 
around from pillar to post for the past 
several years without getting much 
notice. 

This latter shoe is very much in evi- 
dence among the flying personnel of 
our air force, both in the lined and un- 
lined versions. It provides just enough 
more coverage to the foot and ankle 
for warmth and yet is not high enough 
to restrict foot movement and to come 
under the category of a high shoe. 

Both these shoes fit well into the 
military picture and both should do 
well in covering up for the monk strap. 

Two other types in this category are 
the plain toe straight blucher and the 
“seamless” U-throat pattern, the latter 
“seamless” only insofar as its general 
appearance, now being made with vamp 
and quarter of two separate pieces 
seamed at the side. 

The third shoe in the Fall picture 
is the moccasin pattern, about the only 
sport type shoe allowed under WPB 
restrictions and then only if made with 
a sole of the new reclaimed rubber 
type. More will be told of these soles 
in a later issue of Boot AND SHOE RE- 
CORDER, of their merchandising possi- 
bilities and their advantages and dis- 
advantages, but if one of their advan- 
tages be the fact that a shoe as 
important as these moccasin patterns 
can continue to be made only through 
their utilization, then more power to 
them. 

As a sport type shoe, the moccasin 
pattern more readily adapts itself to 
the use of this rubber sole. It won’t 
be a matter of selling the shoe but 
rather one of putting the new soles 
across to the customer. But more 
about this later, just now be thankful 
that we can still have the moccasin. 


No Rationing in 
U. S. Territories 


WASHINGTON, D. C.—Shoe rationing 
applies only to continental United 
States and not to the nation’s terri- 
tories or possessions, the Office of Price 
Administration made clear recently 
outlining the two methods by which, 
shoes may be obtained for use in terri- 
tories and possessions. 

First, Ration Order 17 (shoes) in 
no way affects the practices of a shoe 
distributor who supplies to consumers 
or dealers located in Puerto Rico, 
Alaska or other territories or posses- 
sions of the United States. In fact, 
the order makes provision for such 
practices by allowing distributors to 
ship shoes to the territories and pos- 
sessions without first receiving ration 
stamps or other ration currency, and 
permits them to replenish their stocks 
by getting replacement certificates for 

shoes, 

For example, persons residing in 
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and manpower. 





Mr. Shoe Merchant 


of lines all under one roof at the 


FALL OPENING SHOE SHOW 


MAY 1, 2, 3, 4 — MORRISON HOTEL, CHICAGO 
Under the sponsorship of the National Shoe Travelers Association 


Here you can see the available types and styles for fall 
retailing and also cover your requirements for summer 
merchandising from the in-stock lines. 

Jobbers and manufacturers alike will be represented 
at this great show. See how the shoe manufacturers 
are operating under war-time restrictions of materials 


Also, your attendance will help your favorite traveling 
salesman to conserve transportation vital to the war 
effort. Plan to be here for this important show. 
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Puerto Rico or Alaska who order shoes 
by mail may do so as they have in the 
past, without surrendering ration cur- 
rency. To replace his stocks of shoes 
sold, a distributor may make applica- 
tions to his OPA District Office for a 
replacement certificate to cover these 
shoes. 

Second, the order provides a method 
by which consumers may get stamps 
to purchase shoes in the United States 
for use outside the country. These 
shoe rations are available only to the 
following: (1) persons leaving the 
United States on war assignment; (2) 
persons on war assignment already liv- 





ing in a United States possession or 
territory, or in a fcreign country. Mem- 
bers of the families living with such 
persons also qualify. 

If the individual is already out of 
the country and wants to have a rela- 
tive or friend buy the shoes and send 
them to him, he must send a written 
request to that person. Any person 
may then make application for the 
stamps or shoe purchase certificates, 
presenting the written request. All 
such applications should be made at 
OPA District Offices, or at a War Price 
and Rationing Board authorized to act 
on this type of application. 























tion in spite of higher 
prices and less expeditious 
service. In I-T-S Left and 
Right Rubber Heels you 
have a positive proof that 
you are doing your utmost 
to maintain the peace time 
standards of business in- 
tegrity. 


THE I-T-S COMPANY 


ELYRIA, OHIO 


War Walking 
proves longer level wear of 


Ts 


and TUFFIES 


The extra value built into I-T-S heels by the exclusive 
left and right design of extra pads where most wear comes, 
offers you the surest way to maintain customer satisfac- 












your 


WINDOWS 


are your 


* 


e Window display is one of the most potent mediums in the 
Left and Right HEELS country today foe the promotion of the war effort. Millions 


of people each day observe and are influenced by what they 


pay 








Rationing Benefits 
Children’s Department 
[CONTINUED FROM PAGE 19] 


are uniform in size and color, thus 
making attractive shelf displays. The 
shelves are at a uniform distance 
apart and that also adds to the attrac- 
tion. 

Within the semicircle, a stationary 
merry-go-round was built to attract 
the little folks. They sit in the seats 
on the merry-go-round while they are 
fitted. The problem of keeping small 
children quiet while fitting shoes has 
been eliminated since the merry-go- 
round was installed. 

On the children’s side, a group of 
narrow shelves on the wall near the 
entrance of the department allows for 
the display of several pairs of shoes. 
The shelves are arranged diagonally 
rather than horizontally. Near these 
is a lighted recess in the wall for unit 
displays. On the men’s side are similar 
displays. 

A well-lighted island case display 
shows unit displays both in the glass 
case below and on the counter top. A 
concealed stock room back of the shelf 
displays, one on each side, allows for 
carrying the entire stock of both de- 
partments where it is easily accessible. 

The Block & Kuhl boys’ and chil- 
dren’s shoe department is widely 
known. in the city. “We work on the 
theory,” says Mr, Maibach, “that the 
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child’s footwear needs correspond 
definitely to its diet at various ages. 
For the first period in the child’s life, 
when milk is its chief food, it wears 
bootees. When the time comes for 
special prepared foods, the child ad- 
vances in footwear to soft-soled shoes. 
A few months later, when vegetables 
are added to the diet, it is ready for 
first step shoes. Then, when the 
physician allows the child to graduate 
to a heavier diet of meat and vege- 
tables, it is ready for hard soles. 
Throughout the child’s development, 
our footwear theory is based on the 
idea that, next to diet, footwear is the 
most important thing in the child’s 
life. Rationing shoes, by forcing more 
parents to buy well-fitting shoes, will 
do much to prove our theory. 


Fit Checked by X-Ray 

“In furnishing shoes for children, 
we work in connection with child spe- 
cialists. Every pair is fitted by ex- 
pert fitters and then checked by X-ray. 

“Throughout..cur years -of selling 
children’s shoes, we have found that 
confidence is our biggest asset. To 
keep parents coming to us for their 
children’s shoe requirements, we must 
secure and retain their confidence. 
Since shoe rationing became effective, 
we have found that the asset of con- 
fidence has been more apparent than 
ever. Many parents send their chil- 
dren to us alone. They call us by 
telephone and say, ‘I am _ sending 








see in your store windows. Reserve part of those windows 
for Uncle Sam and you will not only bring Victory nearer 
but you will also create good will for your store which will 
big dividends in the future... Darling manufactures an 
excellent selection of “Victory Displays” from non-critical 
materials, designed to se/l the war effort. We also have avail-” 
able an extensive line of staple shoe stands and hosiery forms. 
WRITE FOR LITERATURE AND LIST OF AUTHORIZED DAR- 
LING DISTRIBUTORS LOCATED IN ALL PRINCIPAL CITIES. 
L. A. Darling Co., Bronson, Mich.( NewYork Office, 735 Marbridge Bldg.) 


DARLING 


The Name To Think Of FIRST In Display 


Margie and Dick for shoes. Please fit 
them with shoes for school wear’ (or 
dress wear, as the case may be). That 
is all they say, not giving size or price 
but depending upon us to fit them with 
what is right in size and style. 

“We also work closely with physi- 
cians. We carry two _nationally- 
known lines of corrective shoes and 
are able to fit children whose feet are 
not normal and who have physicians’ 
prescriptions.” 

Mr. Maibach’s children’s shoe de- 
partment has made an enviable rec- 
ord. Each year for a long time the 
department has shown a nice increase 
over the previous year. The year of 
1942 was the biggest year in the his- 
tory of the department. So far this 
year, the records indicate a still larger 
business. The department’s greatest 
problem now is not to sell shoes but 
to get enough to sell. 

“We believe,” says Mr. Maibach, that 
the good effects of rationing wil! con- 
tinue long after the rationing itself is 
a thing of the past. Many people who 
are now forced to buy better footwear 
in order to conform to the length of the 
rationing period, will become act 
quainted with the advantages of buy- 
ing good footwear all the time and will 
continue to do so. Thus, our depart- 
ment will continue to benefit by ration- 
ing for a long time to come, and what 
is more, many children will benefit by 
comfortable, durable, well-fitting 
shoes.” 
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‘SHOE PARTS 











and Knox Blocks 
Linings—sock, vamp and 
linings; heel pads 
Platforms * Midsoles ° 


Heels and Wedges ° 


Write for further inform 
and samples 





TRENTON 


Insoles—in sheets, reinforced strips 


Heel Bases 
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NEW JERSEY 





i 


COM FORTABLES 


Ts additional millions of women at war work and 
other active jobs are acquiring today definite shoe 


habits which they will never lose. are enj the 
luxury of “keeping their feet” in wrap aed -made;, 
snug-fitting shoes that are comfortable everything 


else, which is the simple reason why leading retailers 
are constantly featuring Bellaire Shoes for 
today’s women in today’s jobs. 


DIXIE— Black Kid 


BELLAIRE SHOE COMPANY. PORTLAND, ME. 






‘Basic Type Shoes 











Scarce Merchandise Big Prohions ‘se Hawaii 


Limited Shipping Facilities and Sidetracking of Orders Con- 
tribute to Scarcity. Casual Daytime Shoes and 
Play Shoes in Greatest Demand 


HONOLULU, T. H.—Although the ra- 
tioning of shoes does not apply in 
Hawii, the national regulation was 
followed here by a request from the 
military governor that stores limit the 
sale of shoes to one pair per customer. 
There is nothing, however, to prevent 
individuals from returning the follow- 
ing day and buying another pair. In 
spite of this, there has been little or 
no panic buying in the territory. 

Scarcity of merchandise, due to lim- 
ited shipping facilities, continues to 
be the major problem of shoe stores in 
Hawaii. Many orders that would in 
normal times have reached here months 
ago are still side-tracked, so that even 
if shipping priorities are granted lo- 
cally, the problem of getting the mer- 
chandise to Hawaii remains a difficult 
one, 

Window displays are as attractive 
as ever, but empty boxes on the shelves 
conceal the fact that stocks are at a 
minimum, There seems to be no com- 
plaint from the public that they cannot 
get what is wanted. This may be ex- 
plained partly by the fact that there 
18 nO seasonal change in footwear de- 
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mands here, making it easier for people 
to be content with what they have 
when they cannot find the high styles 
they once felt were essential. 

Furthermore, since social life is at 
a minimum due to blackout and other 
restrictions, and since practically every 
adult is busy with war work in a vol- 
unteer or professional capacity, inter- 
est in shoes from the fashion point of 
view has greatly declined. 

An exception to the statement about 
panic buying is that on the day follow- 
ing the national shoe rationing order, 
there was a flurry of buying in Hono- 
lulu and some of the shoe stores had 
to close their doors temporarily during 
the day, in order to take care of the 
crowds inside. Since that day, how- 
ever, shoe buying by consumers has 
returned to normal. 

Chief demand is for casual daytime 
shoes and, in women’s lines, play shoes 
to wear with slacks. Evening shoes 
are completely out, as the blackout has 
been in effect for nearly a year and a 
half. Demand for work shoes by war 
workers greatly exceeds the supply, 
although work shoes are given a rela- 





tively high shipping priority rating. 
It has always been the custom for many 
island children to go barefoot, even to 
school, but one of the prominent buyers 
here said that the volume of sales in 
children’s footwear is much larger than 
he expected when he first came to the 
Islands. 

The supply of men’s footwear is 
better, on the whole, than that of wo- 
men’s. Buyers here appreciate the fact 
that war fronts have first right on 
shipping facilities, yet they offer fer- 
vent silent prayers for stock and more 
stock. 


Allen F. Strout 


LYNN, Mass.—Allen F. Strout, for 
many years one of the best known 
of this city’s shoe manufacturers—a 
former member of the firm of Strout 
& Stritter—died recently at his home 
in Lynnfield, Mass., at the age of 84. 
He had been a resident of this district 
for 65 years, coming originally from 
South Portland, Me., where he was 
born. 

Prominent in fraternal orders, Mr. 
Strout was a member of the Mount 
Carmel Lodge of Masons; Royal Arch, 
Sutton Chapter; Richard Drown Lodge, 
I. O. O. F.; Palestine Encampment, 
I. O. O. F.; Massachusetts Consistory; 
Olivet Commandery; and Aleppo Tem- 
ple, among others. 





















































Classified and Want Ads 








HELP WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





A TIENTION. RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under -lib- 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





WANTED—EXPERIENCED SHOE 
SALESMAN FOR LARGE FAMILY 
SHOE STORE. EXCELLENT OPPOR- 
TUNITY. ADDRESS: BARNETT'S 
BOOTERIE, ROCHESTER, PENNA. 











SELL US 


FOR CASH 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 
any of the 15 leading St. Lou's factories 
M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 

















POSITION WANTED 





RETAIL Shoe Executive, 42, draft deferred, 

life time experience buying and managing 
stores; thorough knowledge of selling, merchan- 
dising and personnel training; desires perma- 
nent connection with progressive organization; 
will consider any locality. Address Box 766, 
c/o Boot & Shoe Recorder, 100 East 42nd St., 
New York, N. Y. 








To Observe 50th Year 


SCHENECTADY, N. Y.—Preparations 
are being made by the retail shoe firm 
of Patton & Hall, Inc., 245 State Street, 
to celebrate the golden anniversary of 
the founding of the firm from May 8 
to 22. 


Fifty years ago when Jesse W. Pat- 
ton, chairman of the board of the New 
York State Shoe Retailers’ Association, 
and Mason W. Hall, who is treasurer 
of the Capitol District Shoe Merchants’ 
Council, were employed by Knox & 
Knox, shoe retailers of Auburn, N. Y., 
they decided to go to Schenectady and 
start a shoe business of their own. 

They are still in that business, han- 
dling quality merchandise. The event 
will be commorated in a manner worthy 
of the occasion. 





Joins Wilmington Store 


ALLENTOWN, Pa.—Harold E. Green, 
for nine years with Hess Bros., here, 
is now with Kennard Pyle Company, 
Wilmington, Del., buying women’s and 
children’s main floor shoes and economy 
women’s and children’s shoes. 





Move Administrative Offices 


BrooKLyn, N. Y.—Glyco Products 
Company, Inc., in line with their ex- 
punsion program, have moved their ad- 
ministrative offices to larger quarters. 
They are now located at 26 Court 
Street, Brooklyn. 


N. Y. Store Holds 
Showing in Louisville 


LOUISVILLE, Ky. — Saks, Fifth Ave- 
nue, New York, held a special Spring 
showing at the Brown Hotel, Louis- 
ville, recently. The show was in charge 
of Eileene, Grace and George W. 
O’Neill, and featured Spring showing 
of women’s footwear, for street and 
evening use, debutante and junior ap- 
parel, also clothes for boys and girls, 
toddlers, and girls and boys through 
the ’teen ages. 





HOE STORE WANTED: Will consider 
Write full details. Ad- 
dress #767, care Boot & Shoe Recorder, 100 


cash transaction. 


East 42nd Street, New York, N. Y 





WILL buy close-out lots of Dr. Scholl’s arch 
supports. Send inventory. Address +757, 
Boot & Shoe Recorder, 100 East 42nd St., New 


York, N. Y 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


31 N. 4th St 
Phone MARket 1666 


Philadelphia, Poa 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 











WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such 


Walk-Over, Florsheim, Enna-Jettick, Vital- 

jty, Arch Preserver, Queen Quality, Bos- 

tonians, Stetson, Réd Cross, Nunn-Busb, Pte 
IRWIN RUBIN 


“The House of Jobs’’ 
89 Reade St., Cor. Church 





Phone Barclay 7-7887 New York City 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
[7 Advertisements for this page must be in our New York Office on Friday of the week preceding publication ® 
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matching price tickets. 





For Your PATRIOTIC TRIMS 


red, white and blue colors in cards and 











EASTER CARDS 
and Spring circular 
of price tickets sent 
on request. 


Display Card 
8” x 14” 
* 
Harmonizing 
Price Tickets 
15%” x 214” 
6 Doz.—$1.25 
12 Doz.—$2.25 
e 
150 Different 
Prices in Stock 


Any selection of 
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prices desired 
= Order 








lease; 
If C.0.D. Pre 
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ferred, Add 12c 








If Special Delivery, 
Add 15c¢ 





BOOT AND SHOE 


DISPLAY CARDS: 75¢ Each; 3 for $1.65 


List of four texts to select from will be sent on request 
Three Blank cords with design Wlustrated 90c 


Detailed Informatidn on Monthly Service at Your Request 
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SOUTH STATE STREET * 


CHICAGO, ILLINOIS 





With shoes rationed, you have TWO jobs to 
do. To sell shoes—and to make shoes /ast 
longer. Your customers will want to know how 
to make their shoes give months of extra wear 
—how to preserve their original beauty. 

The answer, for white leather shoes, is 
Vi-O-Co Shoe Cleaner. Every time you sell 
white shoes—sell Vi-O-Co. It not only whitens 
(and doesn’t rub off) it actually penetrates the 
leather—keeps it clean, soft and pliable. 

Write today for full information about Vi- 
O-Co—the professional cleaner and preservative 


for white shoes. 
For all street and dress 
shoes, sell Mel-O-Wax. It 
cleans, protects, preserves. 


VITALEX PROCESS CO., 429 N. 13th St., Philadelphia, Pa. 











, Interest Centered on 
Non-Rationed Types 


New YorK—Between 130 and 140 
manufacturers, wholesalers and allied 
trade members were on hand at the 
Hotel New Yorker, here, this week for 
the Shoe Manufacturers’ Fall Opening. 

There were a good many buyers in 
evidence but not to any extent ap- 
proaching the numbers on hand during 
~ former showings. A good deal of in- 
terest was shown in non-rationed foot- 
wear, but as for over-the-counter and 
Fall merchandise, there was very little 
_J business. What buying there was was 
Sporadic, one of the best reasons being 
that manufacturers had little to sell 
, and in the case of in-stock merchandise, 
‘ it was a case of allotting to each cus- 
tomer only a percentage of his desired 
order. 


J George B. Glidden 


_ Boston, Mass.—George Bailey Glid- 
den, who had been in the shoe findings 
business here almost continuously since 
1878, died recently at his home in Cam- 
bridge following a long illness. Follow- 
ing his business apprenticeship, Mr. 
Glidden established his own shoe find- 
ings business under the name of Nick- 
erson & Glidden in the 1880’s and was 
its active head until 1903 when he be- 
came associated with the firm of Fred- 
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erick J. Fawcett, Inc., of 67 South 
Last November, at 
the age of 83, he retired, but remained 


Street, this city. 


a director of the company. 


and one great grandchild. 





Mother’s Day Poster 


New York. — The official Mother's Day poster for 1943 was presented recently by 
Lt. Com. McClelland Berciay, left, artist who painted it, to Mrs. Edward Ricken- 
backer, wife of the aviator. George J. Hecht, chairman of the National Committee 
on the Observance of Mother's Day, is at the right. "Mother's Day in 1943 is dedi- 
cated to the vital role of mothers in wartime and to the need for a strong, healthy, 





victory-determined Nation,” said Mr. Hecht. 


















Surviving, besides his widow, Mrs. 
Mary P. Glidden, are a daughter, Mrs. 
Philip Cabot; a son, two grandchildren 


Takes Wartime Slant 














PHILADELPHIA ? 
STOP <a 


at the 


BENJAMIN 
FRANKLIN 


HOTEL 








Where you stay in Philadelphia in- 
fluences your business and social ac- 
ceptance. So choose your hotel with 
care! The Benjamin Franklin offers 
you the service and distinction of a 
great hotel at moderate rates—from 
$3.50 single, $5 double, $6 with twin 
beds. Air-conditioned Coral Cafe and 
Garden Terrace. 1200 outside rooms 
all with combination tub-shower and 
circulating ice water. 


BENJAMIN FRANKLIN 


ei Philadelphia's 


Finest Hotei 

George H. O'Neil 

Managing Directo- 
George F. Carleton 

HAVERHILL, Mass.—George F. Carle- 
ton, retired Haverhill shoe manufac- 
turer and banker, died recently at the 
Orange Hospital in Orlando, Florida, 
where he had gone to spend the Win- 
ter. He was 80 years old. 

Mr. Carleton came to this city in 
1880 and, in 1885, formed a_ shoe 
manufacturing business with Alvin W. 
Greeley. Five years later he pur- 
chased his partner’s interest and formed 
another partnership, this time with 
Albert H. Jennings whose interest he 
bought in 1917, incorporating the new 
firm under the name of George F. 
Carleton & Co.,.Inc. From this firm 
he retired as active head in 1932. 

An expert in investment, Mr. Carle- 
ton served for some time as vice-presi- 
dent and director of the Old First 
National Bank of Haverhili and as 
president of the Pentucket Savings 
Bank, also of this city. He was active 
in municipal affairs, having been at 
various times a member of the council 
and the board of assessors, a trustee of 
the public library, and a member of 
the muncipal retirement board and the 
city investment committee. 

He is survived by his son, Perley 
A. Carleton and a daughter, Mrs. John 
E. Rines, with whom he had made his 
home in Winchester, Mass. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KiD COMPANY, New York, Boston, Philadelphia 


ARNOFF SHOE CO., New York City 
BARIS SHOE CO., INC., New York City 
BARSH & CEASAR, Philadelphia, Pa. 
BASS, G. H., & CO., Wilton, Me. 
BELLAIRE SHOE COMPANY, Portland, Me. 
BENJAMIN FRANKLIN HOTEL, Phila., Pa. 


CAMITTA SHOE COMPANY, Philadelphia, Pa. 


CARLISLE SHOE CO., New York, N. Y. 
COLONIAL TANNING CO., Boston, Mass. 


COMPO SHOE MACHINERY CORP., Boston, Mass. 


DARLING, L. A., CO., Bronson, Mich. 


DOUGLAS, W. L., SHOE CO., Brockton, Mass. 


EVANS, JOHN R., & CO., Camden, N. J. 
FREEMAN SHOE CORP., Beloit, Wis. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO., Holliston, Mass. 
GROVES SHOE COMPANY, Chicago, Ill. 


HEALTH SPOT SHOE SHOPS, INC., Danville, Il. 


HOMASOTE COMPANY, Trenton, N. J. 
HOOD RUBBER CO., INC., Watertown, Mass. 
HOTEL MORRISON, Chicago, Ill. 

1. T. S. CO., THE, Elyria, O. 

KEITH, GEORGE E., CO., Brockton, Mass. 
KIRSCH-BLACHER CO., INC., New York City 


KRIPPENDORF-DITTMANN CO., THE, Cincinnati, O. .. 


MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 


OHIO LEATHER CO., THE, Girard, O. 
RUBIN, IRVIN, New York City 
SHAW, M. T., INC., Coldwater, Mich. 
SUPERIOR SHOE CO., Chicago, Ill. 


TOLMAN-DAVIDSON ADVERTISING PRESS, INC 


UNITED LAST COMPANY, Boston, Mass. 


UNITED SHOE MACHINERY CORP., Boston, Mass. 


VITALEX PROCESS CO.., Philadelphia, Pa. 


WEIL, M. K., SHOE CO., St. Louis, Mo. ............-. 
WOMAN'S HOME COMPANION, New York City .... 


.. Brockton, Mass. 
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